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MR. AGENCY BUILDER:— 
You'll never know what Fortune your Future holds until You see 


the NEW Golden Rule Agency Builder’s Contract 
offered by 


THE GOLDEN RULE COMPANY 


\ 


— * TERRITORIES: \, % 
See je Ee Opportunities open in: Califor- 
For Details of thie Me ; i anail ~ nia, Florida, Illinois, Indiana, 


, lowa, Kansas, Kentucky, Mary- 
GOLDEN land, Michigan, North Carolina, * 
OP PORTUNITY % Ohio, Pennsylvania, Texas, Vir- \ 


*. ginia, Washington, D. C., and 





% 


Inquiries Held =>. 


- FR. . % West Virginia. .. 
Confidential; Fe " \y S we wee NN aN \ 


The COLUMBUS MUTUAL LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


FRIDAY, JANUARY 15, 1954 























Yours for Life... 









































(— D. YOU GET A KICK out of your Some of the country’s top insurance men have chosen 
career? Is there room to grow with Union as theirs for Life (and Casualty, too) because they 
your firm? Opportunity to increase feel their efforts are better rewarded and they get more 
earnings? Does your firm have a__ satisfaction from an association with a young, progressive 
good claim reputation? Does it have and growing firm. 

new ideas? —Is it unafraid to pio- There are still a few territories open for General 
neer? Are rates favorable?— Easy to Agents and many openings for Agents throughout Union’s 
sell? Do you get hot leads? — Pro- 5 states. If you sometimes wonder if your present organi- 
motional support? Do you get fast, zation is alive and kicking why not try out for a winning 


accurate clerical service? team? 
Contact ROY A. FOAN, Vice President and Director of Agencies / 











NION CASUALTY AND LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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NEW YORK—New York Life this 
eek announced a new series of life 
ce policies involving the most 
tensive changes in the company’s 
g-year history. 

In making the announcement, Chair- 
an Devereux C. Josephs said: 

“The scope of the project is believed 
be without precedent in the insur- 
ce field. It involved thousands of 
an-hours of study and product anal- 
sis and hundreds of thousands of 
ectronic calculations. It might be 
id that New York Life rewrote the 
k to offer a modern line of policies 
ilored to the country’s changing, 
resent-day needs.” 

Among other things, the company 
ut premiums of the new policies on 
4% reserve basis instead of the pre--. 
ious 2% basis, which means that gross 
remium rates for the new policies are 
enerally lower. However, for the ben- 
it of the public the company made 
clear that dividends are the balan- 
ing factor and that “insurance is giv- 
n at cost to all policyowners.” 

New York Life previously announc- 
id that it would pay approximately 
76,600,000 for dividends to present 
wners of individual life insurance 
bolicies in 1954, a record high total 
mount and $11 million more than the 
revious year. 


The company added 21 new plans 
bf insurance protection, and extended 

Ss maximum issue age from 65 to 70. 
t removed more than 70 “hereons,” 
“hereins,” “hereafters” and “hereund- 
ers” from the legal contract. The pol- 
y itself was completely re-styled for 
larity and convenience and reduced 
from legal to regular letter size. 

The underwriters also completely 
evised occupational ratings and made 
more than 1,000 liberalizations in these 
atings for life insurance. About one- 
hird of the occupational classifications 
previously rated are now eligible for 
tandard insurance. The method of un- 
lerwriting substandard risks was 
hanged from the advance in age ba- 
is to a new classification basis. 

The new policies were developed 
iter extensive research to determine 

e insurance needs in the postwar 
tonomy. There were more than 50 ba- 
ic and comprehensive studies relating 
specially to trends of mortality, inter- 
st earnings and expenses. 

Actual work on the new series of 
plicies began just over a year ago 
hd, according to New York Life’s ac- 
ual ies, “the sheer volume of compu- 
ations it involved could not have been 
‘mpleted without the use of the most 
modern electronic equipment. 

A company-wide team composed of 
wp executives, actuaries, agents from 
we field, underwriters, investment 
aperts, lawyers, economists and sta- 
_ ns spent a full year on the pro- 




























The new policies include a whole 

Policy particularly designed for 
"cial needs and available at all ages 
0 to 70; a new mortgage cancel- 





ew York Life Ranceucis 21 New Policies, 
ncreases Interest Assumption to 23% 


lation plan that protects a family for 
the unpaid balance of a mortgage until 
the debt is cancelled out; and an “es- 
tate builder” for children under which, 
when the child reaches age 21, the in- 
surance increases to five times the ba- 
sic amount. 

Another fundamental insurance 
change incorporated in the New York 
Life policies is that they are of the 
ownership type. Under a unique trans- 
fer of ownership provision in these 
policies, the owner can readily convey 
his policy and all rights in it to a new 
owner. With this new concept the pol- 
icy assumes the character of trans- 
ferrable property. 


Introducing a basic product change 
of this magnitude to New York Life’s 
own sales force was a task in itself, 
Mr. Josephs pointed out. To accomp- 
lish this, 350 top agents from all parts 
of the United States and Canada met 
this week at the Waldorf-Astoria hotel 
in New York City to discuss the new 
1954 series of policies. Simultaneous 
informational meetings were held in 
each of the company’s 151 branch of- 
fices across the country. 

The new policies are designated as 
the A.D. 54 series, the previous series 
being A.D. 48, introduced in 1948. 

In its announcement to the field 
force the company states that for the 
regular plans, the new annual premium 
rates are well in line with those of the 
industry—“they are no longer among 
the highest rates as they have been for 
many years in the past.’ 

“The premiums for special plans with 
high minimum amounts are particular- 
ly favorable,” the announcement con- 
tinues. “The additional charges for 
premiums paid semiannually or quar- 
terly are among the lowest in the in- 
dustry. This has been made possible 
in part by adopting higher minimum 
premiums for semiannual and quar- 
terly cases. The premiums for the 
waiver benefit in the new policies have 
been reduced and will be the same for 
men and women. The premiums for 
the double indemnity benefit have also 
been reduced and are among the low- 
est in the industry, while at the same 
time coverage will extend to age 70.” 


As regards annuities, New York Life 
says that premium rates reflect the 
latest information on mortality and 
interest trends and some rates for par- 
ticipating annuities are actually less 
than the corresponding rates charged 
by some companies for non-par an- 
nuities. 

The adoption of a higher interest ba- 
sis lowers net premiums but it also 


lowers reserves and hence cash values. 


However, as a result of extensive ex- 


pense analysis, cash values have been | 


developed by New York Life so that 
many of the values in the early policy 
years are actually higher than under 
A.D. 48 issues. 

“Furthermore,” the company states, 


“we have been able to minimize the ef- 
(CONTINUED ON PAGE 13) 








Life Company Stocks 
Kept Climbing in’53; 
Trend Is Still Up 


NEW YORK—Practically all active 
life insurance stocks showed substan- 
tial increases in their bid and asked 


prices last year and the increase is ~ 


still continuing thus far in 1954. Prices 
seem to move with surprisingly little 
regard for what the rest of the stock 
market is doing. For example, on Mon- 
day the market generally was off but 
life stocks advanced. Travelers Mon- 
day was quoted at 893, up 48 points 
from its price at the end of 1953. 
Southland Life led the parade for 
1953 in percentage of increase in of- 
fering price, in fact topped insurance 





In the Feb. 5 issue The National 
Underwriter will print the month- 
end bid and asked prices for the more 
actively traded life company stocks. 
These will be a regular feature. 





stocks of all classes in this respect. 
Southland’s 105 price at the year-end 
was up 110% over the Dec. 31, 1952, 
quotation. Second in percentage of 
gain among life stocks for 1953 was 
Great Southern, with a 108% increase, 
Franklin Life third with 45%. 

Supplied by Shelby Cullom Davis 
& Co., New York City, specialists in 
insurance stocks and municipal bonds, 
here are 18 of the most actively traded 
life company stocks with the year-end 
offering price for each followed by the 
percentage of increase in price during 
1953: Kansas City Life 660/36; Lin- 
coln National 194/15; Franklin 45/45; 
National Life & Accident 62/3; South- 
land 105/110; Colonial 61/20; Con- 
necticut General 223/23; Jefferson 
Standard 7612/35 Continental As- 
surance 126/-7; Travelers 845/9; Aet- 
na Life 96/24; Northwestern National 
33/31; Gulf Life 214% (new issue put 
out during 1953); Southwestern Life 
82/17; Monumental 54/6; Columbian 
National 71/14; Life of Virginia 
6714/-1; Great Southern 42/108. 

While the general movement of life 
company stocks has been steadily up- 
ward for the last year and a half, the 
progress of many individual companies 
has been by spurts and stops. Buyers 
keep watch of the stock list and when 
a company seems to have been left be- 
hind, they jump in and start going 
after it. Much institutional money has 
gone into life insurance stocks. 


Kalb to State Mutual at 
Kansas City as Manager 


Mark L. Kalb 
has been appointed 
agency manager in 
Kansas City by 
State Mutual Life. 
He has been with 
Aetna Life five 
years, as assistant 
general agent in 
Kansas City since 
1952. He is publi- 
city chairman of 
Kansas City Life 
Underwriters 

Assn. 





Mark L. Kalb 


January 15, 1954 
58th Year, No. 3 








Bafflement Is 
Reaction to Ike's 
“Reinsurance” Plan 


Insurance People Fear It 
Would Be Futile or Else 
Involve U.S. Supervision 


Puzzlement seems to be the general 
reaction among insurance people to 
President Eisenhower’s references to 
health insurance plans in his State of 
the Union message last week. There is 
considerable speculation over what 
kind of “limited government reinsur- 
ance service” for private and non-prof- 
it insurance companies in the hospital- 
ization and medical insurance field he 
had in mind. 

President Eisenhower will give his 
health program in detail to Congress 
on Jan. 18. Mrs. Oveta Culp Hobby, 
Secretary of Health, Education & Wel- 
fare, has invited representatives of 
American Medical Assn., A&H trade 
associations and other interested par- 
ties to meet in her office the morning 
of Jan. 18, at which time she will give 
them a briefing on the program. 


There have been indications that the 
administration favors a reinsurance 
plan along the lines of the Federal De- 
posit Insurance Corp. Insurance people 
point out, however, that this would of- 
fer little encouragement to insurers, 
whether stock, mutual, or non-profit, 
to “offer broader protection to more of 
the many families which want and 
should have it,” in the words of the 
President’s message. 

A plan like the FDIC, which simply 
guarantees depositors against loss, or 
even one that went further and guar- 
anteed insurers against going broke, 
would have little effect on broadening 
coverages, lowering rates, or easing 
underwriting. Insurers want to do bet- 
ter than just remain barely solvent. 


There is widespread concern among 
insurance people about the type of “re- 
insurance” that will be proposed. One 
well-informed observer remarked that 
reinsurance that is not a_ subsidy 
wouldn’t accomplish anything while on 
the other hand, anything in the nature 
of a subsidy would certainly carry with 
it a demand for federal supervision. 

The best way for the federal govern- 
ment to promote more widespread in- 
surance coverage is to let the insurers 
alone, one insurance observer pointed 
out. However, that would be an unpop- 
ular concept to try to sell to the public. 
It would look as if the administra- 
tion were running out on its campaign 
pledge to do something about easing 
the burden of catastrophic medical care 
costs. And it would provide a field day 
for the Democrats, with their compul- 
sory national health insurance lean- 
ings. 

The administration appears genuine- 
ly interested in doing something about 
major medical expense without pro- 

(CONTINUED ON PAGE 15) 
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Equitable Society Reveals Major Medical, 
Other Policies, Revised Commission Scale 


Introduction of an annual premium 
retirement annuity, a single premium 
retirement annuity, a retirement in- 
come at 70 policy, and a new major 
medical expense policy are featuring a 
package revision of premium rates and 
policy forms by Equitable Society. 

At the same time, the interest rate 
on the company’s AHO (assured home 
ownership) has been changed to 44%, 
an additional optional mode of settle- 
ment has been adopted and maturing 
life incomes are being revised to re- 
flect the continuing decrease in mor- 
tality rates. 

In addition, the company has insti- 
tuted an improved commission scale 
with first-year commission rates on 
ordinary life advanced to 55% for 
most issue ages. 

The primary effect of the premium 
changes will be in gross costs, the 
company states. The January, 1954, 
dividend scale for the new policies 
will be lower by an amount corres- 
ponding to the reduction of premiums 
and, therefore, net costs to the policy- 
holder will remain approximately at 
the same level. 

In those states which have approved 
the major medical, the company will 
accept applications for policies to be 
dated and issued in 1954. It will not 
permit dating back of major medical 
policies into 1953. a 

In states where major medical has 
not yet been approved, Equitable will 
accept applications for in-hospital ma- 
jor expense policies until the major 
medical policy is cleared. On the other 
hand, in-hospital major expense 
policies will not be accepted except in 
the latter states. 

Equitable’s major medical program 
includes the $500 deductible and a 
$7,500 benefit limit. Benefits will be 
paid at the rate of 75% of cover 
charges in excess of the deductible 
following a 60-day qualifying period 
for one year and will continue after 
the expiration of that year if the 
claimant is still confined to a hospital 
at that time. 


If after expiration of the one-year 
period, or an extension of that period 
because of continued hospital confine- 
ment, additional covered charges are 
incurred for the same illness and the 
benefit limit has not been exhausted, 
further benefits will become payable if 
the additional charges exceed $500 
within a subsequent 60-day period. 

The new program includes a com- 
mon accident provision, which states 
that if more than one covered person 
under a family policy is injured in 
the same accident, all covered charges 
will be combined in determining the 
60-day period and only one deductible 
will be applied to the combined ex- 
penses. Eligible under the plan are 
single persons through age 60, a hus- 
band and wife through age 60, and 
children from birth up to age 18. Cov- 
erage may be continued up to age 65 
on adults and up to age 18 or date of 
marriage on children included in fam- 
ily policies. 

Standard premium rates in the new 
series 95 for annual premium perma- 
nent plans will be lower than the 
company’s series 88 premiums. The 
reduction will average about 5% but 
will vary with plan and issue age. De- 
spite the accumulation of higher ma- 
turity values, the new retirement in- 
come at 65 premium for males and 
females, and the retirement income at 
60 premiums for females, will be gen- 


erally lower than series 88. There is a 
slight increase in premiums, however, 
in the retirement income at age 55 
policy and retirement income at 60 on 
males. 

Single premium insurance rates are 
being reduced, the reduction averaging 
about 3%, but again varying with plan 
and issue age. The new single premium 
rate will be based on 214% interest, 
instead of the former 2%% interest. 
Substandard extra premiums are not 
being changed. Cash values of single 
premium policies will be lower because 
of the change from 2%% to 2%% in 
the reserve basis. There will be some 
slight changes in non-forfeiture values 
under the return premium policies is- 
sued in New York state below age 10. 


The company’s juvenile insurance 
program for ages 0 to 14 has been 
changed in the following respects: 

At ages 0 to 9 (5 to 9 for New York 
state) the convertible, life paid-up at 
age 65 and optional retirement at 65 
policies will be available in addition 
to those now being issued. Because it 
has been found that on many plans in 
a complete line of permanent insurance 
at ages 10 to 14, the issues are too in- 
frequent, forms offered at these ages 
will be the same as at 0 to 9 and will 
consist of ordinary life, convertible, 20- 
payment life, 30-payment life, life 
paid-up at 65, 20-year endowment, 30- 
year endowment, 10-year endowment 
and optional retirement at 65. 

The form of conversion privilege in 
5, 10, 15 and 20 term policies contain- 


included in the optional retirement 
policy, the fixed death benefit for that 
policy being $500 per $1,000 of original 
face amount. 

Equitable’s revised and liberalized 
commission rates will be applicable to 
series 95 policies sold under the new 
form of agent’s contract. No commis- 
sion rate changes are being made in the 
current or older forms of agent’s con- 
tracts nor on series 88 policies. The 
following modifications apply: 


On the ordinary life policy the com- 
mission rate is being raised to 55% on 
policies issued up to and including age 
55 and to 52% on policies issued at 
ages 56 and over; endowment policies 
running for 20 to 27 years will have a 
first year commission rate higher by 
212%; the first year commission rate 
on limited payment life policies with a 
premium period of 33 years or over is 
increased from 50% to 52%. 

Also, the first year commission rate 
on retirement income at 65 and retire- 
ment plan endowment at 65 for issue 
ages 22 and under is increased by 5% 
and 542% respectively; on the modi- 
fied five-whole life policy, the first 
year rate on the original premium is 
increased from 374%% to 40%, and if 
the premium is increased in the sixth 
year, an additional 15% will be paid 
on the original premium (instead of 
12%%) and 55% will be paid on the 
increase of premium (instead of 50%); 
all other first year commission rates 
which end in a fraction are being in- 
creased to the next higher integer. 


Third year commissions for a num- 
ber of policies will be increased from 
744% to 8% and second to 10th year 
commissions on retirement plan en- 
dowment policies with premium peri- 
ods of 20 to 27 years will be increased 





Central Standard 
Names R. W. Staton 


Robert W. Staton has been appoi 
agency director of Central Stan 
Life. He was formerly superin‘' 
of agencies of United States Lif, 



























Robert W. Staton (center), 
agency director of Central Star 
Life, shown with President E. H. E 
ning, left, and Alfred MacArt 
board chairman. 


entered life insurance in 1934 with ( 
cidental Life of California. He 
Occidental in 1950 to become supe 
gg of agencies for United St 

e. 





Enders, Aetna Director, Resigns 


John O. Enders has resigned as 
director of the Aetna Life affiliat 
companies. He is succeeded by Olu 
D. Smith, a partner in the law firm 
Day, Berry & Howard. 

Mr. Enders has been a director ey 
since his election to the board in 18 
when he filled the vacancy caused} 
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ing a disability waiver benefit has ; Thi 
been changed so that conversion may be_ by a like amount. . —_, of Pana —. Thee ag 
made without evidence of insurability Peggin of commissions on olicies naers. r. mit . is a rector ° ; 
to an ordinary life policy with a dis- nar a ages over 60 has ees re- other Hartfoed civic and pUnIE ay oes 
ability benefit. This is conditioned on moved for renewal commission pay- ©@™ #4 | ¢ 
the insured not being disabled at the ments, allowing full renewal commis- | ten = 
Lang of conversion. Maximum issue sions to be paid on series 95 policies Aetna Promotes Bikoff 2 =. 7 
age for 5-year term policies contain- without regard to the issue age. For the ; : 
ing the feature benefits has been raised ¢; : z Arthur H. Bikoff has been appoing in the U. 
ing first policy year, the pegging rule on : 
from 50 to 55. liey i ’ : : assistant general agent at Brooklyn Gross | 
. : ' a policy issued at age 60 is retained for with the Austin agency of Aetna an avera 
_new maturity option, also non- ordinary life and limited payment life, Aetna Life. He entered the busi preferred 
medical, is included in the retirement and has been removed with respect to at Brooklyn in 1947 and has uali 
income policies in lieu of the present endowment and single premium poli- for the National Qualify Award 
paid-up insurance option which does cies. the last three successive years. yh 
require evidence of insurability. The he company will continue its 1953 
new option will provide a life income gividend scale as a basis for dividends Williams to Life of Va. 15 
(without certain period) in a reduced shortly to become due in 1954. This will | Daniel L. Williams has been : 
amount along with a fixed death bene- require the setting aside of approxi- Pointed associate manager of the Hag 45 
fit equal to $500 per $10 of original mately $59,600,000 as compared with l¢Y agency of Life of Virginia at Ril 5 
amount of monthly retirement income. $55,800,000, set aside at the end of ™m0nd- He has been with New Engl 
It is available for both standard nes ; Mutual for 21 years. He is a past p 
e for both standard and 1952, an increase of $3,800,000 or just ident of the Richmond Life Und 15 
substandard policies, and also will be under 7% i i 33 
’ O- writers Assn. and the Richmond CI ss 
Additional 1954 Dividend Action Announced by Companies . 
25 
Funds Left with Company Funds Left with Company . 
Non- ” Non- 55 
with- With- Accum. with- With- Accum The abo 
Current Old drawable drawable Div'ds. t Old drawable drawable Did 1951 ‘tates 
Company .. Policies Policies % % % Company Policies Policies % % % For dou 
American Mutual, Ia. ... Same as’53 Same as ’53 3 3 3.25 = Lutheran Mutual ..... Same as’ me as 53 2.5 2.5 3 of the ne 
Bankers National N.J. .. Same as’53 Same as ’53 3 2.5 3 Midland Mutual ...... Same as ’53 Same as ’53 2.5 2.5 3 
Benefit Assn. R. E. .. Same as’53 Same as ’53 3 3 3 onarch, Mass. ....... me as’53 Same as ’53 2.5(a) 2 3 
Business Men’s ...... Approx. je as 53 2.5 2.5 2.5 National Old Line ..... Same as’53 Same as ’53 2.5 2.5 25 These fF 
; 50% _Iner National Reserve ...... me as’53 Same as ’53 25 2.5 25 
California-Western .... Increased Same as ’53 2 2 3 | Nebraska National .... Same as’53 Same as ’53 2.5 2 3 
Central Assur. Ohio .... Same as’53 Same as’53 2 2 2.5,3&3.5 | New York Life . ; 3 3 3 | Contir 
Chicago Metropolitan .. Same as’53 Same as’53 2 2 2 | Northern, Wash. Guaranteed Rate 3 
Connecticut General ... Increased Increased 3 3 3 Old Line, Wis. ....... 3 3 3 G t 
Continental Assur. .... Approx. Approx. 3 3 3.15 Philadelphia Life . 2.5 2.5 25 reale 
6% Incr. fo Incr. Pioneer Mutual ....... 2.5 2.5 25 | : 
Equitable, N.Y. ..... Adjusted Same as '53 2.75 2 2.75 | Postal Life, N.Y. 3 3 3 Contin 
Equitable, Canada .... Same as’53 Same as’53 3.75 3.75 4 | P i { tered an 
Farm Bureau, Mo. Same as ’53 Same as '53 2.5 2 2.5 | Prudential ............ 3 3 25) 1953 189 
Federal Life, Ill. ...... Same as’53 Same as ’53 2.5 2 2.5 Pyramid, Ark. ...... 3 3 3 i ) 
Fidelity Mutual ...... me as’53 Same as’5. 2.75 2.75 3 _ | Saving Banks, Conn. ... ae °. 3 | higher tl 
Great National, Tex. ... Same as’53 Same as’53 GUARANTEED RATE . end tota 
Guardian Life, N.Y..... Approx. | Approx. 3 3 3 Security L.&A. ....... 3.25 325 351 last yea 
3% Incr. 1.4% Incr. ic nsiccsieocn 53 3 3 
Home Friendly ........ Same as’53 Same as ’53 2.5 2.5 2.5 Union Central ......... 2 2.75 2.75 25 terms of 
Imperial, Canada ..... Approx. Approx. 3.5 3.5 35 | i Outsta 
ad 27% Ine. 17% tA an " o. Union Labor sete ts Same as (53 Same as 53 2.25 2 2 Clyde E 
ee eeeseeeees Same 5 4 | Unite Bankers, ‘eX Same ’ r) . ; 
Loyal Protective ....... Same as’53 Same as’53 3.1 3.1 3:1 | Western & Southern’... Approx. Aperex. 2.5 25 3 9 gency < 
(a) 2% on all contracts involving life contingencies. (h) Except on issues of 1953 for which scale has been modified while maintaining ‘“‘net cost’? of previous scale. (i) of the 1 


creased for ordinary policies issued after 1941. For premium-paying policies issued before 1942 the 1953 scale is being continued. Schedules are effective Jan. 1, 
Federal Life, National Reserve and Northern of Washington, all of which become effective Feb. 1. 
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MON Y Lowers Rates on 
New Term, Other Forms, 


Ups Advance Discount 
Mutual Life, which a little more 
than two years ago made a general 
reduction in gross premiums, has low- 
ered rates still further for new term 


Preferred risk modified life* 


for five-year modified life policies, 
Mr. Dawson said. 

The net cost of 1954 and 1953 poli- 
cies is expected to be about the same, 
because the dividend scale on new is- 
sues will be adjusted. Mr. Dawson add- 
ed, however, that a lower gross premi- 
um would make it possible for a 


Comparison of gross annual premium rates per $1,000 
Principal plans affected 
(Plain policies) 






































15-year term 


Current rate - initial premiums $16.88 $27.27 9.48 
New rate - initial premiums 16.82 27.13 49.12 
Current rate - ultimate premium 19.29 31.16 56.55 
New rate - ultimate premium 18.69 30.14 54.58 
ear modified life* 

Eorent rate - initial premiums 11.34 18.45 34.69 
New rate - initial premiums 11.09 18.02 33.85 
Current rate - ultimate premium 22.68 36.90 69.38 
New rate - ultimate premium 22.18 36.04 67.70 
§-year renewable term** 
Current rate 7.70 12.36 28.92 
New rate 7.05 11.51 27.38 
10-year term 

t rate 8.15 13.94 34.22 
New rate 7.48 13.02 32.46 





























Current rate 8.72 15.92 —_ 
New rate 8.03 14.92 —_— 
2-year term 

Current rate 9.46 18.35 _ 
New rate 8.73 17.26 —_— 
Term to 65 

Current rate 14.74 21.27 — 
New rate 13.79 20.05 —_— 
2-year family income (decreasing term) rider 

Current rate 5.64 11.71 _ 
New rate 4.81 10.88 —_— 
Double protection rider 

Current rate 4.80 10.11 28.70°** 
New rate 4.35 9.29 26.61°°° 





$5,000 minimum. 
*°g10,000 minimum for males, $5,000 for females. 


***Only for renewal. 


insurance, preferred risk modified life 
and five-year modified life policies. 
These plans accounted for 43% of the 
company’s new business in 1953. 
This and other developments in Mu- 
tual’s 1954 program were announced 
by Louis W. Dawson, president, during 


_ a business conference in Chandler, 


Ariz., attended by home office execu- 
tives, regional officials and managers 
of the company’s 100 agency offices 
in the U.S. and Canada. 

Gross premiums have been lowered 
an average of 7% for term, 3% for 
preferred risk modified life, and 2% 


greater number of people to buy in- 
surance, and for present policyholders 
to add to their coverage, with a small- 
er outlay of money. New business has 
increased sharply since September, 
1951, when a general decrease, aver- 
aging about 4%, in gross premiums 
became effective. 

Other steps in the 1954 program in- 
clude: The discount rate on premiums 
paid in advance is increased to 24% 
from 2%; the interest rate has been 
increased to 3% under certain supple- 
mentary contracts, on which the guar- 
anteed rate is less than 3%. 


Specimen special class oie per $1,000 


January, 1954 ra 
Age at Age at 
issue Class 1 Class 2 issue Class 1 Class 2 
5 year renewable term $ 
$ 10 year term 
15 8.12 9.57 15 8.30 9.75 
25 9.79 11.69 25 10.22 12.12 
35 13.25 15.96 35 14.24 16.95 
45 20.73 24.90 45 23.16 27.39 
55 37.33 44.40 
20 year term 
15 year term 2 Ry 13.62 
15 8.59 9.99 17/85 21.02 
25 10.77 12.67 = 31.67 37.60 
35 15.66 18.40 « , , 
27.04 04 5 year modified life 
Init. ult. Init. Ult. 
Term to age 65 $ $ $ $ 
15 15.31 17.97 15 10.61 19.13 2.04 20. 
3 18.65 21.97 25 13.86 24.95 15.77 26.86 
35 23.73 28.08 35 19.08 34.20 21.79 36.91 
45 31.67 37.60 45 27.95 49.77 32.14 53. 
55 44.32 52.78 55 44.14 77.99 51.26 85.11 
a", ave premiums include the same amount of extra premiums as did the September, 
ates. 
For double 


of the new standard rate 
Double protection 


protection and family income riders, the rates will be the following percentages 
ate: 


140% 175% 





Family income 


140 175% 200% 





40% 
These percentages were applied to the September, 1951 rates. 





Continental American Has 
Greatest Year in 1953 


Continental American Life regis-. 
tered an insurance in force figure in 
1953 18% higher than in 1952 and 50% 
higher than in 1951, bringing the year 
end total to $296,339,521, and making 

st year the company’s greatest in 
terms of production. 

Outstanding 1953 producer was 
Clyde H. Smoll, of the Norristown 
agency at Quakertown, Pa., a winner 
of the 1953 National Quality Award. 





Leading agency was the Sam B. Sapir- 
stein general agency at Brooklyn, and 
Mr. Sapirstein himself led all man- 
agers, general agents and brokers for 
the year. 

The company has introduced a new 
family income and mortgage rider con- 
taining a new conversion privilege 
permitting conversion to a permanent 
plan. The family income riders are 
convertible up to five years prior to 
the expiration of the family income 
period. The mortgage riders are con- 
vertible during the 10 year period fol- 
lowing their issue. 


e Stuart B. Micklewait, manager of ernors of Detroit Mortgage Bankers 


the new loan section of Maccabees, 
has been elected to the board of gov- 


Assn. The board is composed of nine 
men, three whom are elected annually. 


Meet the V.I. P. 


MY COMPANY STRESSES . 


THE HUMAN ELEMENT... I'm a very important person 
where it means the most to me... with my Company. 
My happy relationship with Berkshire Life is best 
expressed in the complete satisfaction I get from the 
prompt, thoughtful handling of all my business. 
I'm not just a name on a list nor a pin on amap... 
I'm a valued Agent with “most important” cases. 








Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 








KEEP YOUR 


EVE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 
HARRISON L. AMBER, President 








Inquiries should be addressed to 





(:AVERAL AGENCY ()PPORTUNITY 


The first manager appointed by the Crown Life In- 
surance Company, thirty years ago, Frank V. Ham- 
ilton of Grand Rapids, is retiring. This territory is 
now available to a qualified man who will take over 
our existing business and is capable of building an 
agency on a general agency basis. 


Superintendent of Agencies 
The Crown Life Insurance Co., 
59 Yonge St., Toronto 
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Preinsurance 





WE ARE INTERESTED 

in any feature of your Accident 
& Health Policies that is a sub- 
ject for Reinsurance. 

A return-mail reply is our 
established practice. 

We invite your inquiry. 


NEW YORK 


CHICAGO 


KANSAS CITY 


SAN FRANCISCO LOS ANGELES 























Our agents 
are experts 
at selling 
security... 





... because they 
have security 
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Our commodity (like that of all insurance companies) is “security” 
and “peace of mind.” Because we feel our agents should know their 
product through personal experience, we have taken the following 
steps to make their futures secure: 


(a) Retirement Income Pension Plan for WNL agents. 
(b) Group Life Insurance for WNL agents. 


(c) Attractive agent contracts including liberal renewals 
... lifetime service fees! 


In addition we offer training courses, “refresher” courses, and a 
steady flow of field tested printed selling “tools”. If you are inter- 
ested in joining this fast growing company, write to Agency depart- 


ment. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


HOME OFFICE: Oshkosh, Wisconsin 


GENERAL AGENCY OPENINGS IN WISCONSIN, MICHIGAN, 
ILLINOIS, INDIANA and MINNESOTA 


First Legal Reserve Stock Life Insurance Company Incorporated in Wisconsin. 











Gold Reluctantly 
Takes Wraps Off 
A.&H. Plan in N. C. 


An industry committee which has 
been studying A&H problems in North 
Carolina for the past six months has 
recommended two moves to Commis- 
sioner Gold in a report still under study 
by the commissioner and a public com- 
mittee. 

The industry group, set up by former 
Commissioner Cheek after legislation 
which sought to establish a period of 
notice before A&H policies could be 
cancelled was killed in a senate com- 
mittee last year, made its report Nov. 
20. Mr. Gold had planned to postpone 
its release until some definite action 
was taken but Rep. Blue of Aberdeen, 
a newspaper publisher and member of 
the public committee, insisted editorial- 
ly that the report be made public now. 
Mr. Gold complied, but advised Mr. 
Blue, “I am bringing out the fact that 
it was held for your committee to take 
some action and not because the de- 
partment was trying to hold anything 
back.” 

In its report the industry committee 
proposed that the department require 
companies in their A&H filings to state 
the practice they will follow for “re- 
tiring from insured risks for reasons 
of deterioration of health of the in- 
sured’’, and that if a company sought 
to retire from such a policy after it 
had been in effect more than three 
years, one condition should be that the 
company must have paid the insured 
benefits in an amount equal to the dol- 
lar premiums paid on the policy dur- 
ing its lifetime. The industry commit- 
tee said it found that companies termi- 
nated 3,862 policies in North Carolina, 
in 1952 and of this number 1,334 were 
terminated because insureds’ health 
was impaired .This was the problem 
which produced the legislation and 
caused a sharp legislative battle. 


The committee said it opposed any 
action which would jeopardize the in- 
terest of the great proportion of the 
policyholders of the state by making 
the policies more expensive, the under- 
writing practices of the companies 
more limited or otherwise undo the 
benefits enjoyed by the policyholders 
in general. Its recommendations sought 
to limit their effect only to those whose 
policies had been or might be cancelled. 

Mr. Gold said he submitted the re- 
port to the public committee and would 
hold a meeting of that group as soon as 
members indicate they are ready. Mr. 
Blue, the only member to express him- 
self, indicated skepticism. He said he 
did not think the report came up with 
an answer such as he and other back- 
ers of the legislation had in mind and 
promised that “until sound hospital in- 
surance is secured I do not plan to 
give up the fight.” 

Mr. Gold also said he did not be- 
lieve the recommendations would take 
care of all the problems involved. At 
the same time, he added, as commis- 
sioner he has no desire to adopt regu- 
lations with any understanding that the 
same should take the place of needed 
legislation. 


“Next,” he said, ‘I am wondering if , 


it would be wise to adopt rules em- 
bodying the recommendations submit- 
ted by the industry committee.” He 
suggested consulting with representa- 
tives of the state medical society. 


Members of the industry committee 
(CONTINUED ON PAGE 14) 
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5 Prudential Advances 
8to High Posts 


NEWARK—Prudential has advanc- 
ed Pearce Shepherd to vice-president 
A and actuary and Edward M. Neumann 
If and Paul B. Palmer to vice-presidents. 
Mr. Shepherd, who has been vice 
president and as- 
sociate actuary 
since 1947, has 
supervised the ac- 
turial, sickness and 
accident and medi- 
cal departments 
since 1952. Valen- 
tine Howell, for- 
merly actuary, will 
devote himself to 
his general duties 
as executive vice- 
president. 

Mr. Neumann, 
who is an associate actuary and has 
been a 2nd vice-president since 1947, 
will continue to supervise the under- 
writing and other actuarial and con- 
i tractual aspects of group insurance. 

Mr. Palmer, a 2nd _ vice-president 
since 1949, will supervise the district 








Pearce Shepherd 





E. M. Neumann Paul B. Palmer 
.|) agencies and agencies service de- 
| partments, succeeding Vice-president 
James E. Rutherford. This will en- 
_ able Mr. Rutherford to give full time 
_ to developing the Mid-America re- 
| gional organization at Chicago. 

Mr. Shepherd, a vice-president of 
the Society of Actuaries, has been 
with Prudential since 1932 and was 

' elected a 2nd vice-president in 1943. 
———) He is a graduate of University of Chi- 








cago. 

Mr. Neumann, a fellow of Society of 
Actuaries, joined Prudential’s actuarial 
department in 1926 after receiving his 
B. S. degree from Rutgers University. 

Mr. Palmer joined Prudential’s dis- 
trict agencies organization in Newark 
in 1921. In 1953, he participated in the 
advanced management program of the 
Harvard graduate school of business 
administration. 





Form New Texas Insurer 


Petroleum State Ins. Co. has been 
granted a charter in Texas. The new 
company will handle life and A & H. 
Formed by some 15 Jefferson county 
businessmen, the company’s head of- 
fice will be in Beaumont. Amount of 
capitalization is $37,500, of which $25,- 
000 is capital stock and the balance 
paid-in surplus. Herbert J. Lass of 
Beaumont, leading figure in establish- 
Ing tiie new company, said it is def- 
intel} planned to increase the capital 
ING | stock and surplus to about $500,000 in 
the near future. 


Improvement Talks in N. Y. 


As salesmen, accident and health 
agents make a public speech when- 
ever they talk to clients or prospects, 
Harry Stroman, an authority on pub- 
lic speaking and human relations, told 
Western New York A&H Assn. at its 
PHA Jan. 4 meeting at Buffalo. Mr. Stroman 

Said it is necessary to overcome fear 
—=— and develop creative thinking while 
talking. 











The meeting was attended by 64 
members and 9 guests. It was in the 
order of a self-improvement gathering, 
and the women’s point of view was 
discussed by Mrs. Howard Carpenter, 
a model and instructor of the Marian 
K. Farrell Charm School. 


E. W. Berg Named to 
Succeed Holdhusen 


Eric W. Berg was elected agency 
vice-president of Wisconsin Life, ef- 
fective Jan. 1. He succeeds George R. 
Holdhusen who had been superintend- 
ent of agents and chairman of the 
agency committee since 1944. Mr. Hold- 
husen is retiring under the company’s 
pension and retirement plan. Recog- 
nition of Mr. Holdhusen’s 19 years’ of 
service was given at the company’s 
Christmas party. 

Mr. Berg has had many years of 
insurance experience as an agent, gen- 
eral agent, and agency supervisor. He 
started in insurance with Penn Mu- 
tual Life at Newark, and just prior 
to going with Wisconsin Life was di- 
rector of agencies of Western States 
Life. 


Honor 4 Retiring GAs 


NEWARK—Four general agents of 
Mutual Benefit Life who are retiring 
from agency management to return to 
personal selling were honored at a 
luncheon at the home office. They are 
Clay W. Hamlin, Buffalo; Ernest C. 
Kenagy, Wichita; E. Harold Peterson, 
Roanoke, and H. Lawrence Choate, 
Washington, D. C. 

In presenting each man with a gold 
watch, suitably inscribed to commem- 
orate outstanding service to the com- 
pany, President H. Bruce Palmer spoke 
of the accomplishments of the four 
men. Letters of tribute from officers 
and general agents, in a leather-bound 
book inscribed “From Your Mutual 
Benefit Friends,” were presented to 
each man by Mr. Palmer. Vice-presi- 
dent Richard E. Pille acted as chair- 
man. 











Hear Gravengaard in Minn. 

A discussion of business insurance 
by H. P. Gravengaard, editor of the 
Diamond Life Bulletins, brought out 
an attendance of more than 300 at a 
meeting of Twin City Life Under- 
writers Assn. 

The gathering was sponsored by the 
Minneapolis General Agents & Man- 
agers Assn. and managers from St. 
Paul attended as guests. J. G. Mul- 
heran, Great-West Life, president of 
the managers’ group, presided. 





Baker Named Agency Manager 
William D. Baker has been appoint- 

ed manager of the life and group de- 

partments of the Wirt Wilson & Co. 

agency in Minneapolis. Mr. Baker was 

eo with Connecticut General 
17e. 





American Investors Names Cox 

Claude C. Cox has been named pub- 
lic relations and advertising director 
for American Investors Life. After 
majoring in journalism at North Texas 
State College, Mr. Cox went with a 
large paper company in Dallas as a 
traffic and mill department manager 
and a salesman. In 1953 he joined the 
Insurance Record staff as assistant edi- 
tor. 





e Richard T. Rosenfeld has been pro- 
moted to assistant manager of the cen- 
tral Ohio branch of Confederation 
Life at Columbus. He joined the com- 
pany four years ago when the branch 
was first opened. 





e N. W. Floyd has been appointed su- 
pervisor for the Moss & Moss agency of 
Connecticut Mutual Life at Louisville. 
He formerly was general agent for 
Franklin Life at St. Matthews, Ky., and 
is past president of Louisville Life Un- 
derwriters Assn. 
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at the Life Advertisers Asso- 
ciation 1953 annual meeting 
for its new direct mail plan of 
Sales Promotion Letters and 
its new package sales kits, 
complete with phonograph 
training records, on Social 


= _ Security, Retirement and Mort- 


gage insurance .. . gratifying 


- recognition of the high calibre 


of sales material consistently 
furnished by the Company to 
its Career Life Underwriters. 
KEYED For 
(CAREER LIFE 
UNDERWRITERS 


~ 


oe 
aed 


EQUITABLE LIFE 
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~ New Sales Helps For Your 
Income Tax Savings Approach 


Sales Opportunities in the 1954 Income Tax Reduc- 
tions: The new income tax law carries a powerful sales 
punch—one that is fully detailed in this 16-page Sales 


Guide. 


Income Tax Folder: Shows how much a man in any 
given income bracket is having withheld from his salary 


or wages this year in comparison to 1953. 


R & R 1954 Abbreviated Tax Guide: Authoritative, 


32-page pocket-size manual. 


These new publications contain important data and challenging 
sales ideas—either of which will place you quickly in the middle 
of a life insurance interview. We’ll mail you all three for only 


one dollar. 
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Travelers Names Wilkin 
V.-P., Advances Davis 


Roger C. Wilkins, formerly secretary 
of the mortgage loan department of 
Travelers, has been appointed vice- 
president, and succeeding him as de- 





Frederick A. Davis Roger C. Wilkins 


partment secretary is Frederick A. 
Davis, formerly assistant secretary. 

Mr. Wilkins joined Travelers in 1929 
and was named to his most recent 
position in 1953. Following service in 
Oklahoma and Texas he returned to 
the home office in 1934 and was nam- 
ed assistant manager of the farm loan 
division in 1936. He was appointed 
manager of that division in 1946. 

Mr. Davis, assistant secretary of the 
mortgage loan department since 1953, 
went with Travelers Fire in 1926 and 
later that same year transferred to the 
mortgage loan department. He was 
named an assistant manager in 1936 
and nae of the city loan division 
in 1946. 





Eastern Life Cruise Features 


Forum, Policies, Business 


A forum on business life insurance 
for small businesses made up the main 
program of Eastern Life’s convention 
cruise from New York to Nassau on the 
S. S. Queen of Bermuda. Thirty per- 
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LIBERTY LIFE: LIBERTY LIFE* LIBERTY LIFE 


HOME IS THE SOUTHEAST 


From the Potomac to the Gulf of Mexico, you 
will find Liberty Life. And where Liberty Life 


is, there you will find that service comes first. 


Located in the very heart of the Southeast, Liberty 
Life is proud of its region—proud to have contributed 
to its rapid and sound development. Proud to be a part 


LIBERTY LIFE 


INSURANCE COMPANY 


GREENVILLE, SOUTH CAROLINA 


sons attended and took part in the 
forum. Harry Yarin, vice-president 
and secretary, and Murray April, di- 
rector of agencies, were in charge of 
the convention. 

Also under discussion were new pol-. 
icy forms to be announced soon by the 
company. A report on company ac- 
tivities was also given. 





Program Announced 
for Huebner Lectures 


Future lecture topics for the cur- 
rent series conducted by the S. S. 
Huebner Foundation for Insurance Ed- 
ucation have been geared to the many 
problems arising in connection with 
private old age pension plans. The 
series will continue through May 5 
and will feature the following subjects 
and speakers: 

“The Role of Public and Private 
Pension Plans’, Dan Mays McGill, 
University of Pennsylvania; ‘Forces 
Underlying the Private Pension 
Movement”, W. Rulon Williamson, 
actuarial consultant, Washington, D.C.; 
“Impact of Private Pensions on Cap- 
ital Formation and Investments”, Rog- 
er F. Murray, Bankers Trust Co., New 
York; “Impact of Collective Bargain- 
ing on Private Pensions”, Murray W. 
Lattimer, industrial relations consult- 
ant; “Impact of Tax Policy on Private 
Pensions”, William N. Haddad, Bell, 
Boyd, Marshall & Lloyd, Chicago. 

Also, “Trends and Implications of 
Group Annuitant Mortality”, Ray M. 
Peterson, vice-president and associate 
actuary of Equitable Society; “Actu- 
arial Solvency of Pension Plans”, 
George B. Buck, Jr., associate actuary, 
New York; “Meeting Price Level 
Changes”, William C. Greenough, vice- 
president, College Retirement Equities 
Fund; “Characteristics of Insured 
Pension Plans”, Frank P. Perkins, ac- 
tuary of Aetna Life; “Characteristics 
of Trusteed Pension Plans”, Kennet 





In a fertile region, where opportunities abound, the 
Company’s representatives have disproved the old saw 
that “the grass is greener on the other side of the 
fence.” They have found success at home. 


And the Southeast means home. Our branch offices 
are staffed by men and women who serve their friends, 
neighbors, and townsfolk. Service in all matters per- 
taining to Life insurance, that is their business. 











Home Office 


FINANCIAL FREEDOM FOR THE FAMILY 





H. Ross, Huggins & Co. 

Concluding topics will be “Pension 
Problems of the Small Employer’, 
James Elton Bragg, Guardian Life; 
“Preparation for Retirement”, Robert 
L. B. Roessle, Standard Oil Co.; “The 
Economics of Pensions’, Daniel H. 
Brill, board of governors of Federal 
Reserve System, and “Comparison of 
American and Foreign Pension Plan- 
ning”, J. K. Dyer, Jr., vice-president 
and actuary of Towers, Perrin, Fores- 
ter & Crosby, Inc. 

The series has been planned by Dr. 
David McCahan, executive director of 
the foundation, and later will be pub- 
lished in book form to be made avail- 
able to colleges and universities. 





Travelers Appoints New 


District Group Supervisors 


New district group supervisors ap- 
pointed by Travelers include R. E. 
Lapres, Montreal; Edward A. Courter, 
Jr., Milwaukee; Thomas H. Kimball, 
Springfield, Mass.; George W. Cheney, 
Jr., Hartford, and Norman A. Gallup, 
Bridgeport. 

Mr. Lapres joined the company in 
1948 as a group supervisor in Montreal 
and was promoted to assistant district 
group supervisor in 1952. Mr. Courter 
went with Travelers in 1948 in the 
group service division and was ap-. 
pointed group supervisor in Milwaukee 
in 1950 and assistant district group su- 
pervisor there in 1952. Mr. Kimball, 
whose most recent post was assistant 
district group supervisor at Spring- 
field, Mass., went with the company 
on 1938 as a group supervisor at Bos- 
ton. He was appointed assistant dis- 
trict group supervisor there in 1944 
and went to Springfield in 1950. 

Mr. Cheney became associated with 
the company in 1946 as a field super- 
visor at Hartford and subsequently 
was named group supervisor and as- 
sistant district group supervisor there. 
Mr. Gallup joined in 1938 in the group 
department and in 1945 was named 
group field service representative at 
Hartford. He was named group super- 
visor there in 1951 and in 1952 was 
transferred to Bridgeport in the same 
capacity. Later that same year he was 
promoted to assistant district group 
supervisor there. 


Sees $100 Million in ‘55 
for Am. Hospital & Life 


President S. E. McCreless announced 
a goal of $100 million of life insurance 
in force by Dec. 1, 1955 for American 
Hospital & Life at the company’s an- 
nual sales conference at San Antonio. 
A total of $76 million in force at 
year’s end was reported by H. C. Chris- 
topher, vice-president and agency di- 
rector, who reviewed the company’s 
progress during 1953. 

Other officers who addressed the 
three-day meeting were J. D. Wheeler, 
vice-president and general counsel; W. 
Ww. Jackson, administrative vice-presi-. 
ident; A. W. Cantwell, vice-president 
and director of sales; W. C. Murphy, 
vice-president and secretary, and Re- 
vice W. Brown, superintendent of 





agencies. 


Also, W. P. Hinsch, vice-president 
and actuary, who declared that im- 
paired risks of certain types now may 
be accepted when complete data is 
received without undue delay; and Jo- 


seph J. Conner, agency secretary, who 


said that the sole proprietor, the part- 


ner and the key men all too often are 
overlooked by the agent. 


Other speakers included Lillian 


Rhea, Memphis; G. P. McCreless, San 
Antonio; J. H. Syme, Houston; Gerard 
A. Sublette, Chicago; George L. Mar- 
tin, Jr., 
San Antonio; Mrs. La Trice Dean, wife 
of Densel Dean of Dallas, and Martin 
Corlew. 


Houston; Francis Sullivan, 





e Jack Bullock has resigned as execu- 
tive assistant for the Elkhart, Ind., 
chamber of commerce to take over the 
local Aetna Life agency, formerly op- 
erated by the late G. Ford Rogers. 


Southland Life 4 
to Build 40-Story 


Center in Dallas 


Southland Life has planned a 40. 
story building in Dallas, to be known 
as Southland Center and similar to 
New York City’s Rockefeller Center, 
It reportedly will be the largest down. 
town office building development ever 
undertaken in the southwest. 

One of several units in the structure 
will be a mammoth parking garage 
capable of accommodating more than 
2,000 automobiles daily. Three units 


above ground will provide home office § 


facilities for Southland Life and office 
space for other firms. Completion of 
the garage and these first three stories 
is planned for the summer of 1957. 


The company has purchased an en. F 


tire city block in Dallas to be the site 
of the center. It contains 100,000 
square feet of space. Announcement 


of the plan was made by John W. Car. & 


penter, chairman. 





Fund Salesmen Held Agents 

WASHINGTON—Salesmen who sel] 
mutual fund shares here for First In- 
vestors Corp. of New York must be li- 
censed here if the plan involves group 
insurance that completes the buyer's 
monthly purchase program if he dies, 
Superintendent Jordan has ruled. Be- 
sides New York and District of Co- 
lumbia, First Investors does business 
in 16 states. 











SECURITY AND SERVICE 


Boston Mutual is constantly re- 
viewing policyholder programs to 
make sure they meet with chang- 
ing family needs. 

















LOW COST Illustrative 
LITERATURE 
for sales promotion, 
advertising, public relations 
Tailor-made, colorful literature at extremely 
low prices made possible by package plan. 
Includes creation, copy, art and printing. 
Unexcelled illustrative ‘‘comic-book” tech- 
nique used with proved effectiveness. Write 
for samples and complete details. 


PICTORIAL PRODUCTIONS 
Jefferson Building, Peoria, Illinois 

















MANAGEMENT 
CONSULTANTS, 

















O’TOOLE ASSOCIATES 


Management Consultants 


To Insurance Companies 
Established 1945 
P. O. Box 101 Queens Village, N. Y. 
Phone — Hollis 4-0942 
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nnecticut Mutual 
dvances Six Men 


Connecticut Mutual has advanced 

G. Snelgrove to farm loan sec- 
etary, George A. Scheidler to city 
oan secretary, Edwin F. Schwobel to 
inancial secretary, Wilfred S. Burt, 
9 supervisor tabulating department, 
illiam D. Carter to supervisor of in- 
me settlements, and Edward Or- 
hard to assistant supervisor of city 


















949. Mr. Scheidler joined the com- 

in 1923 and became supervisor 
city loans in 1952. Mr. Schwobel 
ioined the company in 1942 after being 
the investment business. Since 1952 
e has had charge of the bond port- 








lio. 

our. Burt, with Connecticut Mutual 
ince 1925, has been tabulating depart- 
ent head since 1937. He is president 
f Hartford Machine Accountants 
. Mr. Carter joined the company 
1940. He has specialized in insur- 












3 years in Boston real estate work. He 
s an army veteran. 













ree Qualifiers to Address 


St. Louis Round Table 

“Ideas That Produced a Million for 
e in ‘53’ will be the theme of the 
nnual St. Louis Million Dollar Round 













































They are John E. Percival, Jr., agent 
or Penn Mutual, and James J. Rob- 
erts, agent for General American Life, 
first year qualifiers, and William King, 
general agent for Fidelity Mutual Life, 
qualifying and repeating. 

The St. Louis association has lined 











lins, secretary of the National associa- 
tion, “Enduring Success”; March 18, 
presentation of the play “Stardust” by 
Laflin C. Jones of Northwestern Mu- 
tual; April 15, Arthur Priebe, Penn 
Mutual, at Rockford, IIl., “My Five Fa- 
vorite Fears’; May 19, Robert C. Gil- 
more, president of the National associ- 
ation, report on NALU activities; June 
17, presentation of national quality 
awards. 


Bill Would Foster Tighter 


State Welfare Fund Laws 


WASHINGTON—Rep. Hoffman of 
Michigan has introduced a bill to en- 
courage state supervision of labor un- 
ion health and welfare funds, to pro- 
mote their honest administration, and 
to protect employers and employes 
from racketeering. He recently con- 
ducted an investigation aimed at un- 
covering abuses among welfare funds 
in the mid-west. 








Pacific Mutual Life 


Shows Substantial Gains 


Substantial gains in insurance in 
force were achieved by Pacific Mutual 
Life Insurance Company during 1953, 
bringing the total to $1,494,500,000 
with group representing approximate- 
ly 30% of this figure. New life insur- 
ance placed in 1953 was $183,200,000, 
ordinary accounting for $108,800,000. 
A&H, with group forms representing 
approximately 62% of the total, show- 
by increase of better than 25% over 


Leading general agent was Charlton 
G. Standeford at Fresno, Cal. 


Pa, Groups Meet Feb. 17-18 


The Pennsylvania Assn. of Life Un- 

Titers will hold meetings at Hotel 
larisburger, Harrisburg, of the execu- 
committee Feb. 17, the directors 








Feb. 18, and the planning committee of 
th Penn State Institute of Life Insur- 
ance Marketing Feb. 18. The latter 
will discuss plans for the course co- 
sponsored by the state association and 
Penn State University, scheduled for 
Aug. 1-6. 


Aetna Life Cuts Nonpar 
and Disability Rates 


Aetna Life has made a substantial 
reduction in the extra premiums 
charged for disability benefits issued 
with all new life policies. 

It also has made a substantial cut 
in the rates for the non-participating 
preferred life plan. 

Smaller reductions have been made 
in premiums for other non-par. All 
other rates remain unchanged. 

Changes are effective immediately 
and will be applied retroactively to 
all policies dated Nov. 1, 1953 or later. 
No changes have been made in pre- 
mium rates for participating policies 
other than the reduction in the extra 
premium for disability benefits. Non- 
forfeiture values, settlement options, 
and annuity rates also remain un- 
changed. 


Smith Tells Texas 


Legislative Goals 

AUSTIN—Garland A. Smith, life 
commissioner and chairman of the 
Texas board of commissioners, has is- 
sued a statement pointing to the need 
for strengthening the financial require- 
ments of domiciliary companies, prin- 
cipally in the life field. It was the for- 
mal opening gun in a legislative pro- 
gram to be presented a year hence and 
was issued following consultations with 
officers of Texas Life Convention and 
the Texas Assn. of Life Underwriters. 

In connection with his program, Mr. 
Smith said that organizational require- 
ments for forming new companies are 
too low, citing the following: New stock 
life companies may be started with 
only $25,000 capital; new mutual fire 
companies may be organized with as- 
sets of $20,000, and the minimum fi- 
nancial requirements for Lloyds and 
reciprocals are relatively low. 

Mr. Smith also said that present laws 
are inadequate relating to review and 
approval of policy forms by the board, 
declaring that a stricter regulation of 
forms would be beneficial both to the 
industry and the public. 

Present Texas laws, according to Mr. 
Smith, do not require diversification of 
investments. As a result, he added, all 
assets of a company could be spent in 
buying the entire stock of a corpora- 
ation, which may have been substan- 
tially owned or controlled by the same 
person controlling the insurance com- 
pany. “This situation,” he said, “creates 
great difficulties in the valuation of 
securities held by the insurer.” 

Mr. Smith also favors closer super- 
vision of securities issued by Texas 
companies, which currently are not 
subject to regulation by either the de- 
partment or the secretary of state. 





Floyd to Conn. Mutual 


N. W. Floyd has been appointed 
agency supervisor at Louisville for 
Connecticut Mutual Life. Mr. Floyd, 
formerly general agent for Franklin 
Life at Louisville, is a past president 
of Louisville Life Underwriters Asso- 
ciation and is a CLU. 





e Malcolm D. Thomas has joined Re- 
public National Life in its home office 
underwriting staff. He formerly was 
underwriting supervisor for Metropol--. 
itan Life. 


instead of the present system of aver- 
aging all covered earnings as basis 
for such determination. 


N. E. Mutual's $416 Million 


Ordinary Is New Record 


BOSTON—For the third successive 
year, New England Mutual sét a new 
record in 1953 for sales of ordinary. 
The 1953 volume, including revivals 
and additions, was $416 million, up 9%. 
Ordinary in force reached $3,650,000,- 
000. Of the company’s 83 agencies, 63 
set new records. The Huppeler agency 
in New York City led with $20.3 mil- 
lion. 


Great-West Raises Elliott 


G. C. Elliott, formerly manager of 
mortgage investments of Great-West 
Life, has been appointed an assistant 
treasurer. He joined the company in 
1940 in the mortgage department, la- 
ter was appointed supervisor, and in 
1947 mamager of mortgage invest- 
ments. 


Reed Sees No Chance of 
Rescinding SS Tax Rise 


WASHINGTON—There is “abso- 
lutely no possibility” that the recent 
OASI tax increase will be rescinded, 
according to Chairman Reed of the 
House ways and means committee. 

Well informed sources indicate the 
President will not recommend such ac- 
tion in his special message on social 
security next Monday. He is, however, 
expected to recommend increase of 
the OASI wage tax base from $3,600 
a year to a point between $4,000 and 
$5,000. 

This would result in an estimated an- 
nual revenue increase of $12 billion or 
more per month. 

Social Security Committee Chair- 
man Curtis has proposed a $20 in- 
crease in monthly benefits. 

Persistent rumor is that the Depart- 
ment of Health, Education and Wel- 
fare has a program that would extend 
OASI benefits to totally and perman- 
ently disabled persons. It is anticipated 
that a new OASI formula will set up 
a period of highest earnings for de- 
termination of OASI benefit rights, 











@A pamphlet pointing out ways in 
which insurance can provide added 
financial security is being distributed 
by Republic National Bank of Dallas. 















We Salute... 
OUR GENERAL AGENT 


LARRY D. BOORD 


Dayton, Ohio 





n less than five years Larry has established 
| himself as one of our leading agency build- 

ers. Starting from seratch, he has built his 
agency into one of the top ten agencies of the 
Company. Further, his agency was the winner 
of the coveted Brown Jug, awarded during the 
President’s month in 1952. While doing this 
outstanding agency building job, he continues 


a high volume of personal production. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 
Cincinnati 
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Knight Agency Marks 
40th Anniversary 


NEW YORK—The Charles B. Knight 


agency of Union Central Life in New ®8ency. 


York City celebrated its 40th anniver- 
sary at a reception in the agency of- 
fices. 
were President W. Howard Cox and 
Vice-presidents Wendell F. Hanselman 
and John Lloyd. Acting as hosts were 
Charles N. Barton, president of the 
agency, and Vice-presidents Maurice 
Ziff and Hubert Davis. A special guest 
was Mrs. Walter Barton, mother of 


The agency represents the company 
not only in the New York City area 
Representing the home office but in a large part of upstate New 
York. It is the company’s top agency 
in production and insurance in force. 





e W. C. Bridge has been named su- 
perintendent of agencies 
Empire L. & A. of Dallas. Mr. Bridge 
has been in managerial work there. 
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Barton, former president of the agen- = 
cy. Mrs. Barton is the daughter of the Of Central Life, Iowa 
late Charles B. Knight, founder of the DES MOINES—Francis L. Merritt 


has resigned as vice-president and di- 
rector of agencies 
of Central Life of 
Des Moines. He has 
not announced his 
plans. 

Mr. Merritt join- 
ed the company 
seven years ago, 
after having been 
with National Life 
of Vermont, where 
for five years he 
was assistant di- 
rector of agencies. 
He started in life 

insurance as an agent of Connecticut 
Mutual Life at Springfield, Mass., and 
became one of its leading producers. He 
was later with Monarch Life of Spring- 
field, Mass., for 10 years, the last three 
as vice-president and director of agen- 
cies. 

Before entering life insurance Mr. 
Merritt was a general accountant, cost 
accountant, and factory manager. His 
experience covers both life insurance 
and A&H. He is a CLU and holds the 
CLU management certificate. He serv- 
ed as a director of the former Life 
Agency Officers Assn. During his sev- 
en years at Central Life, insurance in 
force increased from $245 million to 
$385 million. 


Gets Ohio State Life Award 


Ohio State Life President’s trophy 
was awarded to the Columbus agency 
at a dinner there in its honor. The 
trophy was presented to Wayne L. 
Lewis by President Claris Adams. Mr. 
Lewis, who recently was appointed 
Columbus general agent succeeding 
R. G. Leuzinger, retired, ranked first in 
production during the campaign and 
also led aH} Ohio State Life producers 
during the year. The Columbus agency 
topped all other company agencies 
during 1953. 





Francis L. Merritt 








Gene Conley Promoted 


Gene Conley has been appointed 
field supervisor for American Mutual 
Life. He will assist B. R. Merrill, Jr., 
agency supervisor. He has been an 
agent for the company at Omaha since 

8. 





Pension Guide Published 


There is now available from the 
Farnsworth Publishing Co., 11 West 
Prospect avenue, Mount Vernon, N. Y., 
a Guide to Pension and Profit-sharing 
Plan. Price is $1.50 per single copy. 
The attractive 64-page booklet is 
written in language easily understand- 
able to the layman and consists en- 
tirely of questions and answers. It 
defines pension and profit-sharing 
plans and discusses their intricacies. 
The author is Dr. Robert S. Holzman, 
professor in charge of tax courses at 
New York University’s graduate school 
of business administration. Saul B. 
Ackerman, business consultant and 
professor of insurance at N.Y.U., col- 
laborated as editor. 





Changes for Pottier, Ackel 


C. Harris Pottier, Sun Life of Can- 
ada manager at New Orleans, has been 
transferred to San Francisco. Named 
to succeed him at New Orleans is 
George J. Ackel. 





Cowee, Fraser to Speak at School 


John Cowee, assistant professor of 
commerce, University of Wisconsin 
and director of Wisconsin CPCU, and 
Hugh W. Fraser, Jr., vice-president 
Citizens & Southern National Bank, 
Atlanta, will speak at the annual 
school sponsored by the National Assn. 







of Bank Auditors and Comptrolle 
July 25-Aug. 7 at University of Wi 
consin. 


Mr. Cowee’s discussion will inclug 


a study of group insurance and groy 
hospital insurance. Mr. Fraser 





speak about administration of pensio: 


plans and compliance with federal ip 
come tax requirements. 











@ Sales promotion contests and othe 
methods for stimulating productiq 
were discussed by Hugh S. Be 













INSURANCE 
COMPANIES 


Bought and Sold 











Ours is the ONLY concern whose 
sole business is representing 
sellers and buyers of insurance 
companies. 


We have the connections, the 
“know how” and the marker, 
which cannot be reached by 
individual direct efforr. We 
can handle the sale of your 
company in a quick, quiet, 
confidential manner. 


Our buyers have the CASH 
and are ready to deal. 


Why not get in touch with us 
about your company TODAY. 





a] 
BRINSOR 
+f Koc iON 
BRokers of INSurance ORganizations 


Ross J. Ream * M M Walker 
1102 Waldheim Building 
Kansas City 6, Missouri 


Telephone Victor 4466 


: Service Guide 


























































Valuable Paper Wallets 


One or a Thousond 
Write for Brochure 
J. M. NEWMAN 


2328 N. Henderson Dallas, Texas 












World’s Only Recorder of its Kind 1 


WALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


CUCL idem iiadaaiaie § Records noiselessiy ir. or out of closed 
SULT RC RE® briefcase, containing hidden mike while 
* PICKS UP WITHIN walking, riding, flying. Conferences, lectures, 
60 FT. RADIUS Gictation, 2-way phone. Permanent, unalter- 
© VOICE ACTIVATED able, indexed recording a1 onty 3c per hr. 
So Wines weeova MILES REPRODUCER CO., INC. 
mane 812 Broadway, N.Y. 3, N.Y. 
Dept. NUL 















OPPORTUNITY 
FOR CAREER PEOPLE 


If you are interested in making 
Life Insurance selling your career, 

If you want to become a Life In- 
surance Counsellor instead of a ped- 
dler of $1000 policies, 

If you want to make more money; 
then write to 

J. Allen Porterfield, Field Manager 

EQUITABLE RESERVE ASSOCIATION 

Neenah, Wisconsin 





Mlinois, Michigan, Minnesota and Wisconsin.) 





(Good territory open for men or women in 
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Pilot Life Names Three 
Gen’‘l Agents in South 


Pilot Life has appointed Wilbur L. 
Roos general agent at Knoxville, Tenn.; 
Charles S. Web- 
ster, general agent | 
at Little Rock, and | 
Charles E. Steph- 
enson, associate 
general agent at |; 
Wilmington, N. C. , 
Mr. Roos was for- ! 
merly general ' 
agent of Franklin | 
Life; Mr. Stephen- 
son was with Con- 
necticut Mutual 
Life, and Mr. Web- 
ser was with 


W. L. Roos 





C. E. Stephenson 
Southland Life in Little Rock. 


C. S. Webster 








Northwestern Mutual Has 


Four-State Conference 


MINNEAPOLIS— Vice-president 
Robert E. Dineen and other home of- 
fice executives attended a two-day 
conference of Northwestern Mutual 
Life agents at the Curtis hotel here. 
Four states were represented in the 
conference. 





New Louisville Insurer 


American Income Life has been in- 
corporated at Louisville, with paid in 
capital of $125,000 and surplus of $75,- 
000. It will write life and A&H. 

H. L. Goodman, retired insurance 
man of Denton, Tex., is president. Ber- 
nard Rapoport, executive vice-presi- 
dent of American Income of Indiana- 
polis, will have a similar position with 
the new company and Thomas F. Rose 
will be director of agencies. Mr. Rose, 
in insurance for 16 years, formerly was 
with American Life & Accident of 
Louisville. 





Mrs. Joseph Is Chairman 


Mrs. Lillian Joseph, Home Life of 
New York, New York City, has been 
appointed chairman of arrangements 
for the Women’s Quarter Million Dol- 
lar Round Table and women under- 
writers committee for the National 
Assn. of Life Underwriters annual 
meeting in Boston in September. 





Miller Shifted to San Francisco 


Melvin M. Miller, who has been 
with Great-West Life at Los Angeles, 
is being transferred to San Francisco 
as brokerage manager. He has been 
in insurance since discharge from the 
air force. Sayre, Toso & Schaefer, Los 
Angeles, is the California general 
agency for Great-West. The San 
Francisco office is moving to larger 
quarters at 465 California Street. 





Hohenstein Savannah Manager 

Wallace Hohenstein has been ap- 
pointed Savannah manager of Fidel- 
ity Union Life of Texas. He has had 13 
years experience in insurance. 





Passing of Death Valley Scotty 


The recent demise of Death Valley 
Scotty recalls his indirect connection 
with the life insurance business. In 
1930 he disclosed that the source of 





the money he spent so freely was not 
the “million-dollar hole in the ground” 
that he had formerly credited, but Al- 
bert M. Johnson, Chicago evangelist 
and president of the now-defunct Na- 
tional Life of the U. S. A. 

A few days later Scotty said he had 
made up the Johnson story just for 
publicity but in 1937, during a suit 
for alimony by Scotty’s wife, Mr. 
Johnson gave the low-down from the 
witness stand. 

“Scotty hasn’t got a dime,” he said. 
“I’ve been paying his bills for years. 
He paid me back in laughs.” 





Watt Heads Chicago Group 
Office for Washington Nat'l 


Washington National has opened a 
group office at 208 South LaSalle 
street, Chicago, with Frank O. Watt as 
group supervisor. Mr. Watt joined the 
company in 1947 and in 1951 went to 
Atlanta as group supervisor. He served 
as vice-president of Georgia Assn. of 
A. & H. Underwriters. 

John Weck, with Washington Na- 
tional since 1950, will be group field 
representative at Chicago. 





Panel Being Heard by 4 


Associations in One Day 


Three Indiana life insurance men set 
some kind of record on Jan. 15 when 
they appeared as a speaking panel 
before four different local associations 
in the state, all on the same day. 

Oren Pritchard, manager, Union 
Central Life, Indianapolis, chairman of 
the state law and legislation committee 
of NALU; Claude Jones, general agent, 
Connecticut Mutual, Indianapolis, trus- 
tee of NALU; Francis Davis, general 
agent, Indianapolis Life, Marion, vice 
president of the Indiana state associa- 
tion appeared as a speaking panel in 
Muncie at 8 o’clock, in Marion at noon, 
in Kokomo at 2:30, and for dinner at 





Logansport. Mr. Davis served as 
panel chairman. 
Roughton Assistant V-P 


Peter R. W. Roughton has been 
named assistant agency vice-president 
of North America Assurance Society 
of Richmond. He has been manager of 
the group department. He has been 
with the society seven years. 





Brooklyn Congress Card 


BROOKLYN—Speakers for the sales 
congress of the Brooklyn branch of the 
New York City Life Underwriters Assn. 
will include G. Hoyle Wright, super- 
intendent of agencies Metropolitan 
Life; Gerard B. Tracy, manager Pru- 
dential, New York City. who led his 
company in 1949, his first year in the 
business; and Donald I. Rogers, finan- 
cial editor New York Herald Tribune, 
who will talk on “Teach Your Wife to 
Be a Widow,” the title of a book he 
wrote. 

The meeting will be at 2:15 p.m. Jan. 
28 at Hotel St. George. Bernard Ber- 
gen, Mutual Trust Life, is chairman. 





New England Ups Two 


New England Mutual has appointed 
Kenneth W. Henchey as assistant man- 
ager of the benefit and title depart- 
ment, and Vernon L. Jewett as super- 
visor of agency records. Mr. Henchey 
has been with the company since 1933. 
Mr. Jewett joined the company in 
1934 and has been assistant supervisor 
of agency records since 1950. He is an 
army veteran. 





Smith Succeeds Enders for Aetna 

John O. Enders, a director of Aetna 
Life for 59 years, has resigned and has 
been succeeded by Olcott D. Smith, 
partner in the Hartford law firm of 
Day, Berry & Howard. 


North American L&C 
Ups 6in Home Office 


North American L. & C. has pro- 
moted six men. B. H. Odell becomes 
vice-president and treasurer; I. W. 


Kimmerle, secretary; Ralph I. Oas- 
heim, assistant secretary; Ward H. 
a underwriting vice-president; 
H. C. Dunkley, actuarial vice-presi- 


dent, and Welden S. Ingvaldson, 2nd 
vice-president. 


“Slingin’ Sammy” Baugh 


to Head Life Company 


“Slingin’ Sammy” Baugh will head 
a new life insurance company being 
formed at Houston, bringing another 
famous athlete in the ranks of insur- 
ance personalities. 

A contract has been signed between 
Mr. Baugh and Southwestern Fidelity 
Investment Co., which proposes to in- 
vest part of its capital in the stock of a 
life company to be known as South- 
western Fidelity Life. Mr. Baugh will 
be president of the company, which is 
expected to begin operations in Febru- 
ary. 
Mr. Baugh is a former star of Texas 


Christian University and the Washing- 
ton Redskins, and has signed on as an 
associate coach of the Hardin-Simmons 
University team. The company will 
deal in life insurance only. 


Wright Leads Bankers, Ia. 


Robert D. Wright, Alliance, O., who 
is with the Fehl agency of Bankers 
Life of Iowa at 
Cleveland, is the 
company’s “Sales- 
man of the Year” 
for 1953. His per- 
sonal production of 
more than $1,250,- 
000 set a new com- 
pany record. 

Mr. Wright has 
been a_ full-time 
agent for Bankers 
since 1944. He 
signed a part-time 
contract in 1926 
while coaching at 
Mount Union Col- 
lege. 

Leading agency for the year was the 
W. A. Fraser organization at Lincoln, 
Neb. Its production was more than 
$400.000 above that for the next high- 
est agency and represented an excess 
over quota of 30%. 
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celebrating 


25 Years of service! 


with life insurance in ferce exceeding 


$505,000,000.00 


PLUS: One of the most advanced 







ute agent’s training programs in the 
ash nation .. Supervised offices. . 

Trained Group men to assist 
Grov? agents .. An alert Underwriting 


and home office staff . . Top com- 
missions .. Company outings . . 
App-A-Week clubs and agent 
contests . . . the finest insur- 
ance plans. 


REPUBLIC NATIONAL 


LIFE INSURANCE COMPANY 


Thee. P. Beesley, President Heme Office, Dalles 


























More than a BILLION DOLLARS of Life Insurance in force 





COMPANIES 





New Production Heights for 
Bankers, Neb.; Up 10.8% 


Bankers Life of Nebraska had its 
most successful production year in 
1953, new business totaling $58,745,000, 
an increase of 10.8% over 1952. 

D. Paul Fansler, Fresno, Cal., was 
leading producer. This is the second 
time in the last four years Mr. Fansler 
has been the top agent. The T. A. Dent, 
Jr. agency at Philadelphia for the 
fourth consecutive year led all agen- 
cies. 


Equitable, Ia, ‘53 Record 


in Best Ever Category 

The largest production ever was reg- 
istered in 1953 by Equitable Life of 
Iowa, new paid life totaling $128,370,- 
726. 





December paid for production 
amounted to $13,285,932, the largest 
total for that month. 

Life insurance in force at the end 
of 1953 stood at $1,300,834,807. 

The Griffin, Ingram & Pfaff agency 
at Chicago led all others with $5,238,- 
695 of new life insurance. 





Lincoln Nat'l Uses Glowing 


Terms to Trace ‘53 Results 


New highs in paid business, assets 
and amount of insurance in force were 
= by Lincoln National Life in 

Life Insurance issued amounted to 
more than $950 million, assets now are 
in excess of $950 million, and the com- 
pany’s in force figure stands at $6% 
billion. Benefits paid to policyholders 
and beneficiaries last year were more 
than $70 million. 





National of Vermont 


Up 17% in New Business 


National Life of Vermont’s sales 
were nearly $160 million in 1953, up 
nearly 17%. Premiums gains nearly 
— Top agency for the year was At- 
anta. 


Fidelity Mutual Ahead 


13.7% in New Business 


Fidelity Mutual Life had a paid vol- 
ume of $88,290,604 in 1953, up 13.7% 
and a gain of insurance in force of 
7.25%, bringing the Dec. 31 figure to 
$807,685,379. Both new business and 
— in force were new company rec- 
ords. 


B.M.A. Sets New Record 


Business Men’s Assurance reports 
new paid life insurance for December 
reached a record high for any month in 
the company’s 44-year history. The to- 
tal was $20,863,551, bringing the total 
of new paid life insurance for the year 
up to $186,197,785, an increase of 11% 
over 1952. 

The increase in life insurance for 
the month brings the tota! in force to 
$729,926,796—a gain for 1953 of $100,- 
613,123. The company expects to show 
a comparable gain in A&H premium 
income. 











December Manhattan's Best 


In December Manhattan Life set a 
one month’s record for ordinary busi- 
ness written with a total of $7,907,486. 
This exceeds by more than $500,000 
the figure of $6,384,000 achieved in 
June, 1953, the company’s best previ- 
ous month for ordinary business. 





Occidental Life of California’s December 
written sales of ordinary life insurance to- 
taled $61,189,738, up $6,280,111 over December, 
1952, sales. 
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Agents / 
Do You Want— 


\V/ Large Commissions 
\/ Steady Renewals 
V/V Standard Policies 


(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 


(two of them, both sure-fire best 


sellers.) 


\V/ Established Territories in 
the South 


V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 


National Equity Life has operated in 
the South for 29 years, and is now 
expanding into Texas and Oklahoma. 


This may mean unusual opportunities 
for you. 


Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
Cc. E. LOWRY, President 














YOU'LL FIND 


it profitable to check with us 


when you want to make the best 
possible placement of business. 


MORE THAN MORE THAN 


1 opge 1 epee 
“f; Billion | $2 Billion 
of life insurance: in 

in force assets 


If you are a full-time agent of another com- 
pany, see us first for business you will not 
be able to place with your own company. 


Sé 


from coast-to-coast 
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LIFE AGENCY CHANGES 





LW. Life, Wash., Names 2 
General Agents in Cal. 


Northwestern Life of Seattle has 
appointed two general agents in Colo- 
rado, Robert L. Akin at Denver and 
Guy W. Peeler at Longmont. 

Mr. Akin has been in insurance since 
1948, the last four years with Occiden- 
tal Life of California. Mr. Peeler, a 
g-year insurance veteran, started at 
Moberly, Mo., with Prudential. He later 
was with Business Men’s Assurance, 
Kansas City Life, and Occidental Life 
of California. 





Bremner Manager of N. Y. 
Agency of Home Life 


Robert W. Bremner has been named 
manager of the New York agency of 
Home Life, for- 
merly headed by 
John H. Evans, 
who is now vice- 
president and man- 
ager of agencies. 
The Evans agen- 
cy has been one of 
the company’s 
leading agencies 
since its organiza- 
tion in 1945. For 
seven of the past 
eight years it has 
been among the 
3 top agencies of 
the company. 

Mr. Bremner joined Home Life in 
1942, then the sales planning division 
of the agency department. Three years 
later he was appointed an agency field 
assistant in agency management and 
training. He was manager in Atlanta 
four years, in 1953 returning to the 
home office agency department as as- 





Robert W. Bremner 


' sistant vice-president. 





Midland Mutual Names 2 


Midland Mutual Life has appointed 
new general agents in Philadelphia 
and Newark. 

Samuel J. Fein was named in New- 
ark and Bruce H. Beale in Philadel- 
phia. Both appointments were effec- 
tive Jan. 1. 





Manness, Blake Advanced 


Northern Life of Canada has ad- 
vanced A. L. Manness to assistant sec- 
retary to the underwriting executive, 
and G. R. Blake to assistant treasurer. 
Mr. Manness has been with the com- 
pany since 1931. He is immediate past 
president of Canadian Home Office 
Life Underwriters Assn. With the 


' company since 1947, Mr. Blake is a 





| fellow of Life Office Management 


ee eee 
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| Assn. 





Culbertson Now Manager 


CINCINNATI—Ben FE. Culbertson, 
formerly assistant general agent for 
John Hancock Mutual Life, has been 
appointed manager here for Jefferson 
Standard, succeeding Donald S. Stark 
whose appointment as manager at 
Huntington, W. Va., by Provident Life 
& Accident was announced some time 
ago. Mr. Culbertson entered the busi- 
ness in 1945 after leaving the army air 
pe He is a graduate of the Purdue 

urse. 





Wilson to Okla. Department 


Joel N. Wilson, who was formerly 
with the Wisconsin department, has 
been appointed senior examiner in the 
Oklahoma department. 

Mr. Wilson graduated from the Uni- 
Versity of Wisconsin and joined the de- 
partment in 1941. He was responsible 


for changing the Wisconsin state life 
fund valuation from the group to the 
attained age basis. From 1943 to 1946 
he was on duty with the navy reserve. 





Liberty Life Makes 


Numerous Changes 


Liberty Life has made these appoint- 
ments: At the home office W. E. Gantt 
becomes director of combination agen- 
cies; J. C. Harmon and T. H. Robelot 
associate directors of combination 
agencies; Will C. McMasters manager 
of training in the combination division; 
J. Burton Webster, Jr., assistant direc- 
tor of ordinary agencies, and C. F. 
Dawes, agency secretary in charge of 
the agency service department. 

In the combination division R. J. 
Cooper becomes manager at Kannapo- 
lis, N. C.; J. L. Paschal manager at 
Hendersonville, N.C.; E. L. Price Jr., 
manager at Lancaster, S. C.; G. L. Bis- 
sett assistant manager, Florence, S. C.; 
J. V. Long assistant manager, Monroe, 
N. C.; H. C. Morris assistant manager, 
Charleston, S. C.; J. G. Skinner assist- 
ant manager, Greenville, S. C.; L. E. 
Sturgeon assistant manager, Darling- 
ton, S. C.; J. P. Tankersley, Jr., assis- 
tant manager, Sumter, S. C., and E. E. 
Wessel assistant manager, Orange- 
burg, S. C. 

In the ordinary division Neal Sandy 
becomes associate manager at Tallaha- 
see, Fla.. and John Warner assistant 
manager at Bristol, Tenn. 





Logan Heads New Agency 


Russell M. Logan has been appointed 
general agent of a new agency estab- 
lished at Bloom- 
ington, Ill., by Ohio 
State Life. He en- 
tered the business 
in 1947 and most 
recently has been 
assistant director 
of the life insur- 
ance marketing in- 
stitute at Purdue 
University. 

He has instructed 
in LUTC courses 
and also served on 
the staff for sum- 
mer seminars at 
Penn State College 
and University of Kansas. 





Russell M. Logan 





D. F. Sweet to Occidental 


Donald F. Sweet, former agent with 
Beneficial Life of Utah, has been ap- 
pointed general agent for a new Occi- 
dental Life of California general agen- 
cy at Hayward, Cal. He has been in 
insurance since 1949. 





McIntyre Group Manager 


James D. McIntyre, district group 
representative at Cleveland for Mass- 
achussetts Mutual since 1952, has been 
appointed district group manager at 
Detroit, succeeding Walter J. Hurley, 
who resigned. Mr. McIntyre entered 
the group business at Buffalo follow- 
ing air force service. He was at Cin- 
cinnati before his Cleveland appoint- 
ment. Before entering the service he 
was a mathematics teacher. 





Caughman is Brokerage Manager 


John E. Caughman has been ap- 
pointed brokerage manager of the 
John F. Fixa agency of Manhattan 
Life at San Francisco to replace 
Charles D. Rush, who resigned to be- 
come an independent insurance brok- 
er. A former newspaper man, Mr. 
Caughman’s first life insurance expe- 


rience was with Occidental Life of 
California as assistant brokerage 
manager at San Francisco. Before 
entering insurance he was a financial 
reporter and editor of several leading 
insurance trade papers and daily 
newspapers. 





Thomas Named Gen’! Agent 


for Paul Revere at Dayton 


Charles W. Thomas has been named 
general agent in Dayton for Massa- 
chusetts Protective and Paul Revere 
Life, coming from Akron where for 
five years he had been a national sales 
leader for the two companies. 





N. Y. Life Names Mahrt 


Clifford E. Mahrt, who has been as- 
sistant manager at Sioux City and 
Fort Dodge for New York Life, has 
been appointed manager at Waterloo, 
Ia., where the company has estab- 
lished a new branch office. The new 
branch will be headquarters for New 
York Life agents in 22 counties of 
northeastern Iowa. Mr. Mahrt is a vet- 
eran of world war II. 


Earls Brothers Named by 


Manhattan in Cincinnati 


Manhattan Life has appointed 
Thomas W. Earls and John V. Earls 
general agents in Cincinnati. They be- 





T. W. Earls J. V. Earls 


long to a famous insurance family. 
Thomas is vice-president of the gen- 
eral agency of Earls-Blain Co. and 
currently heads National Assn. of Cas- 
ualty & Surety Agents. John is treas- 
urer of Earls-Blain. 

William T., a brother, is general 
agent in Cincinnati of Mutual Bene- 
fit Life. 





Excellent Territory 
N. Dak. Minn. 


S. Dak. 


Neb. te. 





a] 


Kans. 








wy” SALES 








7a 
Okla. | 





A Broader Kit To 


OUR PLANS CALL FOR 


GALORE in °94! 


ARE YOUR PLANS MADE for 754? 
What do you need? What’s missing ? 
If You Live In Our Territory — We could 


probably help you with your plans because 
No other company in our territory offers e e 





Work With — Par, Non Par, 


Life, A & H, Program and Package Selling, Sub- 
Standard, Birth to 70, Family Group, Juvenile. 





Incidentally — 


Our Oklahoma Manager has 

resigned to become Presi- 
dent of a new company. We 
need a good capable man to 
fill this vacancy. 


A REAL OPPORTUNITY 












Opportunity — 


For men who are ready for 

advancement to General 
Agent or Regional Supervisor 
— in our strategic locations. 
® e e 
Our expansion calls for one 
Home Office Agency Super- 
visor. 
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For details of our Equipment, Procedures, Compensation, write direct to 


BEN TAYLOR, Vice President 


NATIONAL FIDELITY 


W. RALPH JONES Areceaonc 
KANSAS City 6, MISSOURI 


A GOOD COMPANY BY ANY STANDARD OF COMPARISON 
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Sales Skills Don't Depend on Commissions 


The theory that a general agent or 
manager has to be in the field doing 
personal production or he will lose his 
facility in the art of salesmanship got 
a serious setback from Paul A. Nor- 
ton, regional vice-president of New 
York Life in his recent talk before the 
Indianapolis General Agents & Man- 
agers Assn. 

After New York Life in 1946 ruled 
out commissions for salaried managers 
or any other salaried field or home 
office personnel, there was concern 
in some quarters about managers los- 
ing their selling ability. However, Mr. 
Norton said the reverse has been 
shown by actual experience. The man- 
ager is still expected to sell, perhaps 
even more than before the rule was 
passed, but he is in the pleasant posi- 
tion of being paid to make all the com- 
missions for somebody else. 

“When a man is doing personal pro- 
duction he develops his own proced- 
ures and becomes more skilled in their 
use,” Mr. Norton pointed out. “How- 
ever, when he is selling with many 


agents he becomes skilled in many 
sales procedures. He becomes a good 
package salesman and a_ program 
salesman yet will know how to han- 
dle business insurance cases. The quo- 
tation is to the effect that where you 
will find a man’s purse, you will find 
his heart also. I am sure this applies 
to New York Life men as to any other 
group. Under this arrangement, a 
manager is paid to help others. He is 
free to spend his selling time where 
it will do the most good and not where 
it pays the manager the most com- 
missions. Agents are quick to recog- 
nize this and are most appreciative.” 

Whether it is the course of wisdom 
to bar the payment of commissions to 
any but agents is of course a matter 
for each company to determine in the 
light of its particular circumstances. 
But if a company is thinking of taking 
this step it apparently need not hold 
back for fear that its agency heads 
will lose the selling skills that make 
them valuable helpers and coaches in 
addition to being leaders and instruc- 
tors. 


Costsin an Economy of Plenty 


Life insurance people can take 
comfort and encouragement and 
also a measure of warning — from a 
recent Advertising Age editorial which 
makes the point that sales and dis- 
tribution costs are due to rise and 
nobody should feel concerned about 
it. 

“Over the long pull and very likely 
starting this year, sales costs and dis- 
tribution costs are going to go up,” 
the editorial states. “It is important 
that business men in particular should 
understand that this is so and why it 
is so, and also why it is not ‘immoral’ 
or anti-social, or un-American for 
sales and distribution costs to rise. 

“The simple fact is that rising dis- 
tribution costs are a function of an 
economy of plenty, or an age of con- 
sumption, or whatever you want to 
call it. People have larger quantities 
of goods and services than ever be- 
fore. Most of them are far above the 
subsistence level. They can, if they 
like, retire from the automobile mar- 
ket or the clothing market or the 
housing or home furnishings or ap- 
pliance market for a year or two 
without doing serious damage to their 
standard of living. To induce these 
people—who don’t have a real eco- 
nomic need for your goods—to come 
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into the market place requires aggres- 
sive selling. And aggressive selling is 
an expensive process. 

“There seems to us no reason why 
business men, marketers or advertis- 
ing men should refuse to face this 
fact, or entertain any feeling of guilt, 
however slight about it. In the first 
place, the fact that selling will almost 
certainly become a larger and larger 
part of the cost of goods and services 
does not necessarily mean that total 
costs will go up; it may and indeed 
should go down. 

“But even more important is the 
realization that all costs are relative. 
No matter how high the cost of selling 
and distribution may be, can anyone 
seriously doubt that the cost of not 
selling would be infinitely higher?” 

These observations by Advertising 
Age confirm what is abundantly evi- 
dent in what is going on in practically 
every line of merchandising; that it 
is almost impossible to price your- 
self out of the market if you do your 
selling aggressively and intelligently. 
The lesson for life insurance seems to 
be that concern about keeping rates 
down and dividends up is probably 
overdone except in that segment of 
the market that is known to be suf- 
ficiently cost-wise so that low cost is 


today’s economy, however, it seems 
more likely that the acquisition cost 
of life insurance could be doubled 
and result in greatly increased sales 
—provided the added outlay for mer- 
chandising were employed effectively 
and aggressivly. Actually, vast num- 
bers of buyers assume that the more 
a thing costs the more it is worth. 
“You get about what you pay for,” a 
concept nearly always fallacious, is 
believed and acted upon by a sur- 
prisingly large number of otherwise 
intelligent buyers. 

Even such reputedly shrewd buyers 
as the French have been caught out 
on that one. When Antoine Pinay 
was premier he told about his mar- 
ket test of prices: A Camembert 
cheese was divided and the two halves 
were displayed at different prices. 
Always the customer chose the higher- 
priced half. The same experiment was 
tried with a bolt of cloth. Not only 
did the customers prefer the more ex- 
pensive piece but in comparing the 
two identical lengths they convinced 
themselves that the price difference 
was justified. 

Just notice how ready people are to 
fling their money around for purchases 
far less necessary or worthwhile than 
life insurance — largely because these 
other products have no ceiling on their 
acquisition cost except that set by law 
of demand and supply. Life insurance 
people may well wonder how far they 


for the benefit of policyholders whthrough ' 
will probably use the saving to go oyhis largely 


d buy a deluxe “hard-top” car wighof the A 
and buy p th gi 


all the trimmings instead of a standa 
model that would get them where the 
are going with just as much comfor 

So much for the encouraging ang} 
of the new economic philosophy as } 
affects life insurance. The other sik 
of it is that as more and more me. 
chandisers of tangibles wise up to the 
fact that the public will keep on buy. 
ing and buying if aggressively sold, nm 
matter what the price, the well know 
competition of tangibles vs. life insur. 


ance is going to get even tougher tha j 


it has been. 

It is true that life insurance is quit 
widely regarded among the public a 
being pretty aggressively sold. By 
maybe it is time to reappraise just wha 
constitutes aggressiveness. It certainly 
isn’t the kind of aggressiveness dis. 
played by some of the old-time lif 
insurance salesmen who browbeat thei 
prospects until they signed on th 
dotted line. The life insurance busi. 
ness has pretty much gotten away from 
that and perhaps a little too far away 

The kind of aggressiveness | tha 
Advertising Age is talking about isa 
company-wide or perhaps an industry. 
wide matter. It is highly organized and 
quite likely to be based on research 
and shrewd planning. It is that kind 
of aggressiveness that the life insur. 
ance business must compete with in 
the coming years. 
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L. Douglas Meredith, executive vice- 
president of National Life of Vermont, 
has been named to a three-man com- 
mission by Gov. Emerson to represent 
Vermont on a 2l-man committee to 
study the textile industry in New Eng- 
land. 


Commissioner Humphreys and for- 
mer Commissioner Cogswell of Mass- 
achusetts will be honored at a dinner 
Jan. 21 in Boston by Insurance Society 
of Massachusetts. J. F. Haller of 
OBrion, Russell & Co. is chairman of 
the affair. 


Frazar B. Wilde, president of Con- 
necticut General Life, is chairman of 
the research and policy committee of 
the committee for economic develop- 
ment, which just made public a long- 
range program of federal tax reduc- 
tion and reforms. Another life insur- 
ance member of the committee is 
Chairman Leroy A. Lincoln of Metro- 
politan. Estimating that the cash con- 
solidated budget will be more or less 
in balance for the current fiscal year 
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year 1955. 


Wilfrid E. Jones, NALU director of 
public relations, is in the Greenwich) 
hospital, Greenwich, Conn., recover: 
ing from a successful minor abdoni- 
nal operation. He has been undergo- 
ing a complete physical check-up dur- 
ing the past two weeks and expects to 
resume his duties towards the end o 
this month. 


Earl R. Trangmar, who was recently 
advanced to third vice-president of 
Metropolitan Life, is widely known in 
the life insurance business, having 
handled many inter-company matters) 
for Metropolitan, particularly in the 
agency field. In 1937 he was loaned 
by the company to assist in setting up 
the Institute of Life Insurance. With 
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North and Cecil J. North, he had a 
jarge part in establishing the coopera- 
fund for underwriter training 
through which the American College 
js largely financed. He is a member 
of the American college’s examina- 
tion board and for a number of years 
has been chairman of the college’s 
textbook committee. He is a member 
of the New York State advisory board 
for life agents examinations and the 
similar board for A&H Underwriters 
examinations. He was a member of the 
special committee that supervised the 
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high schools and has taken an active 
part in many other important commit- 
tees on industry projects. He joined 
Metropolitan in 1930 after having been 
in newspaper and advertising work. 
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William H. Andrews, Jr., manager 
of the home office agency of Jefferson 
Standard at Greensboro, has been ap- 
pointed North Carolina state chairman 
of the U. S. savings bond advisory com- 
mittee. He is a past president of Na- 
tional Assn. of Life Underwriters. 


Lester L. Bates, president of Capital 
Life & Health of Columbia, S. C., has 
announced he will seek the nomination 
for governor in the Democratic pri- 
mary this summer. 
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Carl E. Haas, general agent of Con- 
tinental Assurance, was installed as 
president of the Brooklyn Kiwanis 
Club. 


A. M. Burton, former president of 
Life & Casualty and J. E. Acuff, retir- 
ed lst vice-president, have been named 
chairman and a director, respectively, 
of the Nashville Christian Institute. 





Garnett E. Cannon, vice-president 
' and actuary of Standard of Oregon, has 
' completed 25 years service and in com- 
| memoration of the event was presented 
' with a gold watch by the company. He 
is a fellow of Society of Actuaries, has 
' served on that group’s program and 
' examination committees, and is a past 


PEA Rap ccai tik 


Keys of the university laboratory of 
physiological hygiene. Their research 
work on the incidence, mortality, and 
possible prevention of degenerative 
heart disease has been underway for a 
long period. Mr. Klepetar will be a 
member of a research team headed by 
Dr. Keys, which will continue its work 
in Italy for several months. He leaves 
Feb. 1, for Italy and will be located in 
Naples. 


Norman A. Morse, president of Home 
State Life, is the new president of the 
local Kiwanis Club in Oklahoma City. 
At the inaugural ceremonies, Mr. 
Morse was presented with a pick-axe 
handle decorated with the names of all 
past presidents. This is the club’s sym- 
bol of authority. Presentation was 
made by Joe D. Morse, founder of 
Home State Life and for many years 
president, now retired. He is the fa- 
ther of Norman Morse and also a past- 
president of the Kiwanis Club. 


Vice-president Chester O. Fischer 
and General Agents Arthur H. Challiss 
of Seattle and Harry I. Davis of At- 
lanta, and General Agent Emeritus 
John F. Davies of Baltimore celebrated 
their 40th anniversaries with Massa- 
chusetts Mutual Jan. 1. 


Deane C. Davis, president of Na- 
tional Life of Vermont, has submitted 
his report to the special legislative 
committee now studying Vermont’s 
school supervisory system and its 
weaknesses. 


Howard J. Brace, vice-president and 
secretary of Occidental Life of Cali- 
fornia, this month celebrates his 30th 
anniversary with the company. Mr. 
Brace is a former commissioner of Ida- 
ho. 


A. Moseley Hopkins general agent in 
Albany for Penn Mutual, has been 
elected a trustee of the Albany Ex- 
change Savings Bank. 


DEATHS 











of the company’s Texas business. His 
widow, Mrs. Alice Allen Betts, before 
her marriage was secretary to H. R. 
Carpenter, Kansas City Life treasurer. 


VIOLET A. WEIGHTMAN, district 
manager at Aurora, Ill., for John Han- 
cock since 1943, died. 

(CONTINUED ON PAGE 16) 








D.L.B. Life Tax Fact 


Book is Now Available 


The new 1954 edition of Tax Facts 
on Life Insurance, developed and pub- 
lished by the Diamond Life Bulletins 
department of The National Under- 
writer Co., is now off the press. 

This tax question-and-answer book 
is a fine aid to life underwriters, help- 
ing them to keep abreast on new tax 
legislation, court decisions, treasury 
decisions and rulings. 

Its answers reflect the effect of the 
Technical Changes Act of 1953; other 
very recent laws on such matters as the 
$5,000 death benefit, redemption of 
stock to pay death taxes, insurance as 
capital contribution to partnerships, 
good will in close corporation stock 
valuation, estate and income taxation 
of employes’ annuities, indirect pay- 
ment of premiums, short term trusts, 
etc. 

It includes the exclusive D.L.B. 
Guidex which makes this authoritative 
tax book really three books in one. 
It can be told at a glance whether the 
prospect has one, two, or three fed- 
eral tax problems. Tax Facts’ easy-to- 
find information on income, estate and 
gift taxes is a quick easy-to-use source 
of facts for review of tax problems. 
Price: $1.75 per single copy. 





New Handbook for Ohio 


A new, up-to-date Underwriters’ 
Hand-Book of Ohio has just been 
published by the National Under- 
writer Company. It provides com- 
plete and up-to-date information on 
the agencies, companies, field men, 
general agents, solicitors, groups and 
other organizations affiliated with 
insurance throughout the state. 

Premiums and losses by lines 





NY Life Announces 


21 New Policies 


(CONTINUED FROM PAGE 17) 
fect of a higher interest assumption by 
adopting the so-called ‘continuous 
functions’ method for A.D. 54 policy 
reserves, with the result that even aft- 
er the early years the new cash values 
in some cases are as high, or even 
higher than the corresponding cash 
values in our A.D. 48 policies. This is 
particularly true for the longer policy 
durations at the older attained ages.” 
Many new plans have been intro- 
duced, while a number of plans have 
been discontinued either because they 
have been replaced by similar new 
plans or because they have been in 
very little demand. The new plans in- 
clude a $10,000 minimum amount 
whole life policy and a $5,000 life mod- 
ified three policy which replaces the 
“9-90-9” ordinary life and modified 
endowment at age 85 policies. There 
are $10 and $20 a month family in- 
come riders, mortgage protection rid- 
ers and a mortgage protection term 
policy, a five-year renewable term and 
a term to age 65, the estate builder 
plan already referred to, and other 
plans. 


New settlement options have been 
included—a life income with install- 
ment refund, one with a five-year cer- 
tain period and a joint and survivor 
life income with a 10-year certain pe- 
riod. A guaranteed interest rate of 2% 
is applicable to funds left on deposit 
(options 1 and 4). A rate of 2%% is 
guaranteed on the other options. On 
the other hand, excess interest is al- 
lowable only during the certain period 
under option 3 settlements. Absolute 
assignees who are natural persons may 
elect settlement options. 





Newark Has Top LUTC Ratio 

The Newark Life Underwriters Assn. 
ranks first among all local life under- 
writer associations in percentage of 
members enrolled in LUTC study 
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Mutual Benefit Sales 
a Record $302,372,644 


Mutual Benefit Life had a record 
sales volume in 1953 of $302,372,644, 
up $35,180,337. December also was the 
biggest month in Mutual Benefit’s his- 
tory, with $33,921,708. The William T. 
Earls agency of Cincinnati led for the 
1953 year with $15,012,310, an increase 
of $2,161,185. Twenty-five agencies 
had the biggest year in their histories 
and 55 of the company’s 73 agenries 
showed increases over 1952. 





Ann Arbor to Launch 


Employe Group Program 


Bids are to be asked by the Ann Ar- 
bor city government in connection with 
launching a group life program for 
municipal employes, according to ac- 
tion by the city council. The council 
decided to employ Edward W. Saults, 
assistant actuary at the University of 
Michigan, to analyze the bids received. 

Alderman John S. Dobson, chairman 
of a special study committee, said that 
after conferences with Mr. Saults it 
was felt that a term coverage plan 
would be more feasible than a paid- 
up program previously favored. The 
coverage would be provided for all em- 
ployes 22 or more years of age after 
six months of service, with the city and 
employes sharing the cost equally. 


Manning Named by ALC 


H. W. Manning, vice-president and 
managing dirertor of Great-West Life, 
was named by American Life Conven- 
tion executive committee to fill a va- 
cancy on the committee resulting from 





the death of John G. Parker, former 
board chairman of Imperial Life of 
Canada. Mr. Manning will hold this 
post until the 1954 annual meeting, 
= ll there will be an election to name 
someone to serve out the balance of Mr. 
Parker’s term, which expires in 1955. 


N. Y. Assn. Membership 
Now 2,614, A New Record 


NEW YORK—The New York City 
Life Underwriters Assn.’s membership 
goal of 2,600 has been passed, the year- 
end figure being 2,614, a new record, 
topping the previous peak, reached in 
1948, by 19, according to Arthur L. 
Sullivan, general agent of Fidelity Mu- 
tual Life and general chairman of the 
membership committee. 








Trees to Lincoln National 


George L. Trees, manager for Great- 
West Life at San Francisco, has joined 
the Benedict agency of Lincoln Na- 
tional Life as associate general agent. 





Paul Revere Advances Allen 


Robert Allen has been named group 
sales and service supervisor of Paul 
Revere Life, succeeding Craig W. 
Stewart, who will assume general su- 
pervisory duties in the company’s Gen-- 
derson agency at Seattle Feb. 1. Mr. 
Allen entered insurance with Paul Re- 
vere in 1940. For the past year he has 
supervised the group _ policyholder 
service program. 





e The Harmelin Agency of Columbian 
National in New York City led the en- 
tire agency force for the first 11 
months of 1953. 








WANT ADS 








Friday in Chicago office—175 
make payment in advance. 


W. Jackson 


Rates—$18 per inch per insertion—1 inch “ed Limit—40 words per inch. Deadline 5 P.M. 
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UNUSUAL OPPORTUNITY 
FOR 
ACTUARY 
Long established eastern life 
company desires actuary to 
head Actuarial Department with 
view to general administrative 
duties on executive level. Must 
be Fellow of Actuarial Society 
with company experience. Sub- 
mit details and qualifications. 
W-14 
The National Underwriter Co. 
175 W. Jackson Blvd. 
Chicago 4, Ill. 








OPPORTUNITY 


Life and accident and health company in hun- 
dred million category needs home office super- 
visor. Under age 35, willing to travel and capa- 
ble of toking full ‘agency responsibility within 
five years. Write in detail to Box W-8, The 
National . el Co., 175 W. Jackson Bivd., 
Chicago 4, 








Want to be a 
Life General Agent? 


Opportunities in Mississippi, Arkansas and Ken- 
tucky (some personal-producing general agent 
openings.) Top commissions. Extensive line with 
unique policies and attractive savings plan. 
Set-up ideal for experienced agents who can 
sell and want their own agency. Old line mutual 
7 reserve eS ur men know of this 

Write Box V-44, The National Underwriter, 
175 W. Jackson, Chicago 4, Wl. 











ATTENTION 
MR. COMPANY PRESIDENT 


Would you like intimate and efficient H.O. 
supervision of your agencies in the Central 
States Area by a successful, practical and de- 
pendable resident agency officer? If so, address 

, The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, lil. 








MILITARY GENERAL 
AGENTS WANTED 


No restrictions as to Rank. World Wide Cover- 
age. No War Clauses. Top Commissions. For 
more information write to Box V-97, The Nation- 
al Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Ill. 








AGENCY DIRECTOR 


For Midwest Old Line Legal Reserve Life Insur- 
ance Company. Man must be capable of build- 
ing and maintaining an agency. Should have at 
least ten years experience in the life insurance 
business. Salary, Expenses and Bonus in accord- 
ance with ability. Please write Box W-17, The 








New 2-story Building West Flagler St. close 
to center of city. Private parking lot in 
rear. Ideal for branch or general office. 
Long term lease available. Wire or write 
LON WORTH CROW CO., 55 S W 8th St. 








National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 
MIAMI, FLORIDA WANTED—COMPTROLLER 


A newly organized Midwest Stock Legal Reserve 
Company writing ordinary and group life, acci- 
dent, health and hospital. Desires experienced 
home office man to assume responsible duties 
including supervision of home office operation. 
Address W-19, The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 











Gold Takes Wraps Off 
AGH Plan in N.C. 


(CONTINUED FROM PAGE 4) 
are C. C. Bradley of Charlotte, repre- 
senting Eastern Ins. Co.; R. J. Jones of 
Greensboro, Pilot Life; J. F. McAlevey 
of New York, Bureau of A&H Under- 
writers; R. J. Rydman of Chicago, 
H&A Underwriters Conference; Zita 
J. Stone of Chicago, Bankers Life & 
Casualty, and Martin B. Williams of 
Richmond, Life Insurers Conference. 

On the public committee are Blue, 
former Commissioner Cheek, Rep. Ar- 
thur Goodman of Charlotte and Sen. 
Hamilton Hobgood of Louisburg. All 
were supporters of HB344. 





Mass. Mutual Ups Two, 
Widens Group Setup 


Massachusetts Mutual has appointed 
Bertram H. Shaughnessy group re- 
gional manager for the Pacific Coast 
with headquarters at Los Angeles and 
has set up a new group regional office 
at Boston for New England and New 
York state excluding metropolitan 
New York and Long Island, with Her- 
bert S. Woods as manager. The com- 





B. H. Shaughnessy Herbert S. Woods 


pany also extended the Chicago re- 
gional office’s territory, under Bern- 
hard F. Kalb, Jr., to include St. Louis 
and Kansas City. 

Mr. Shaughnessy left Northwestern 
National to join Massachusetts Mutual 
a year and a half ago as district group 
manager at San Francisco. He has been 
in group insurance since 1935 except 
for navy service. Mr. Woods joined the 
company a year ago as district group 
manager at Boston after having been 
in the A & H business in Boston with 
Lumbermen’s Mutual Casualty. He has 
had seven years experience in A & H 
and is a navy veteran. 





Swiss Visits Lafayette Life 


Dr. Bernhard R. Garbade, vice-pres- 
ident of Vita Life of Zurich, Swine 
land, visited the home office of La- 
fayette Life. He is making a study of 
the way American life companies do 
business and has visited several com- 
panies in the east before coming to 
Lafayette. 

He noted particularly that the Amer- 
ican and European differ in 
the selling processes in that European 
companies write nearly 80% of their 
business in endowment poli 
whereas the trend in the United States 
is on life insurance payable on death. 


United L&A Cuts Substandard 

All United L. & A. policies issued un- 
der the various substandard tables are 
being issued, effective Jan. 1, with 
lower extra premiums. These premi- 
ums will not be retroactive. Under- 
writing practices are not being chang- 
ed with regard to the sub-standard 
tables in which a risk is rated, but the 
extra premiums charged for the var- 
ious sub-standard tables will be re- 
duced. 








Ward in Group Post for Standard 
John L. Ward has been appointed 
group representative of Standard of 
Oregon at the home office. This is a 
new position set up to serve the com- 
pany’s growing group business. 


Mr. 


Ward entered life insurance in ] 
as an agent in the company’s h 
office agency, later represent 
Standard in Stockton. Cal. In 1 
he went to Chicago where he was 
Continental Casualty in its 
department, returning to Portland ; 
1953 to reenter Standard. 


Lutheran Brotherhood Has 


Parley for General Agents 
Guest speakers at the annual meg, 

ing at Minneapolis of Lutheran Brot 

erhood general agents 






















Life Bulletins, and Commissioner Shee 
han of Minnesota. 

Car! Granrud, Lutheran Brotherhog 
president, presided over the meetip 
which featured the presentation of 
gold watch to N. K. Neprud, vj 
president in charge of agencies, } 
honor of his 30th anniversary with th 
organization. 





More Skill in Selling 


Needed in ‘54: Lane 


The big job for A&H agents is to ge 
out of the bracket of being averam 
salesmen, Car] Lane, agency supervise 
of General American Life, said in hj 


St. Louis last week. Although his ta 
dealt primarily with business Ag 
coverages, Mr. Lane put emphasis 0 
the selling aspects, saying that sale 
aids will never take the place of gov 
salesmanship but merely supplemer 
what the good agent already knows, | 

Present conditions demand adequat 
salesmanship, better salesmanship anj 
effective supervision of the sales fore 
he said. While there are no signs in tk 
window saying, “Skilled Salesme 
Wanted Only,” the results are the sam: 
he declared, since only skilled salesme’ 
will enjoy success in 1954 and the ye: 
ahead. 
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Callahan Detroit Speaker 


Thomas Callahan, Time, Milwauke 
president of the International associz 
tion, was the speaker at the Jan. |!) 
meeting of Detroit Assn. of A&H Un 
derwriters. He discussed problems q 
the business. 





i 
To Offer Insurance Course 

An insurance course is to be inaug- 
urated at Western Michigan College ¢' 
Education this fall. William Burdick! 
who for two years has been at the Uni, 
versity of Wisconsin working toward} 
his doctor’s degree and specializing i: 
insurance, will be instructor. 





Attend Business Insurance Class 


Twelve agents of Mutual Benefit 
Life, members of the Earls Cincinnati 
agency, the Brown agency in Louis 
ville, and the Bingham agency it 
Springfield, Ill., attended a week-lon 
business insurance school at Cincin-) 
nati. 








Neb. Actuaries Meet First Time 


Nebraska Actuaries Club held it 
first meeting in December. Arthur ¥. 
Larsen, vice-president and actuary 
United Benefit Life, is president of the! 
newly formed organization. Don 1. 
Parker, vice-president and _ actuary, 
Security Mutual Life, is secretary- 
treasurer. 





Westra Talks in Milwaukee 


Jack Westra, general agent at Madi- 
son, Wis., for North American L. & 
addressed the J anuary meeting of A&H 
ne of Milwaukee on ‘You it 





e Frank H. Devitt, Denver manage 
for Capitol Life is completing 40 years 
in the insurance business this month 
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Batflement Is Reaction to 


lke’s “Reinsurance” Plan 


(CONTINUED FROM PAGE 1) 
moting either socialized medicine or 
federally subsidized insurance plans. 
What insurance people are concerned 
about is not an administration disre- 
gard of their interests but rather that in 
trying to make good on campaign 
promises the administration will come 
to the conclusion—however regretfully 
—that there is no choice but to adopt 
a course that will pretty much throw 
the hospitalization and medical care 
insurance business to the wolves. 

If this should involve a federal sub- 
sidy and its inescapable fellow-travel- 
er, federal supervision, the natural fear 
is that federal dominance would before 
long spread to all branches of insur- 
ance. This prospect seems to worry the 
Blue Cross, Blue Shield, and other non- 
profit plans far less than it does the 
regular insurance companies in the life, 
casualty, or strictly A & H business. 
This difference in viewpoint is not hard 
to understand, for the non-profit plans, 
unlike the great majority of stock and 
mutual insurers writing A & H, have no 
other lines of insurance which would 
bring endless complexities if brought 
within the orbit of federal control. 

Fortunately for its relations with the 
Eisenhower administration and with 
Congress, the life and casualty com- 
panies got in some good licks at the 
hearings held last October by the Wol- 
verton committee of Congress. Up to 
that time there had been a tendency to 
regard the non-profit plans as the only 
ones with well-developed social cons- 
ciences and to lump “commercial” A & 
H insurers into a category that is typi- 
fied by the most objectionable opera- 
tors in this field. Testimony by com- 
mercial insurance representatives at 
the Wolverton hearings, however, made 
a fine impression. 


Nevertheless, while bringing out the 
high degree of social consciousness that 
prevails in the commercial A & H busi- 
ness, it could not draw any magic veil 
over the problem caused by the type of 
coverage and handling of claims typical 
of soe A & H insurers. 

Unluckily, some of the most aggres- 
sive radio advertising in the country is 
being done in the District of Columbia 
by limited-benefit insurers. Regardless 
of how well such insurers live up to the 
terms of their contracts and the claims 
in their advertising, the contrast be- 
tween what they provide in protection 
and really comprehensive coverage is 
being dinged into the ears of people in 
the administration and in Congress who 
are interested in this problem. 

The entire question of federal inter- 
vention in the field of hospital and 
medical care insurance points up what 
someone has called the schizophrenic 
character of the A & H business. Its di- 
verse elements do not speak with a 
single voice. Better cooperation, even 
though various groups don’t see eye 
to eye, may be essential to forestalling 
a well-intentioned but nevertheless 
highly objectionable federal plan. 


SPECULATION ON PLANS 

WASHINGTON—According to in- 
formation obtained here, the reinsur- 
ance plan the administration has in 
mind would involve setting up a cor- 
poration with a government appropri- 
ation for original working capital. 
However, when it got under way, its 
operation would be supported by pay- 
ment from member health insurance 
organizations based on a percentage 
of their gross premuim income. 

The reported Eisenhower program 


XUM 


would (1) make it possible for health 
insurance plans to offer catastrophic or 
comprehensive coverage by having the 
federal corporation pay most of each 
insured’s claims in excess of $500, or 
$1,000; (2) make it possible—or even 
require—the plan to offer coverage to 
individual subscribers; (3) require 
participating plans to scale the costs 
of premiums in relation to family in- 
come. Families with $5,000 or $6,000 
annual income would pay the highest 
rate. 

Participating groups would pay 
about 2% of gross premiums collected 
to support the government corporation. 
Limits would be placed on payments 
to doctors and hospitals. Benefits 
would have to be clearly defined un- 
der any plan or policy participating in 
the general program. Members would 
have choice of doctors and hospitals. 
Commercial insurance companies 
would be included. 


Expressing gratification at President 
Eisenhower’s announcement that he 
will submit a message to Congress Jan. 
18 on a national health program, Rep. 
Wolverton of New Jersey, chairman 
of the House interstate commerce 
committee, predicted that Congress 
will give “immediate attention” to the 
matter. He announced introduction of 
four bills “designed to assist individ- 
uals in carrying the tremendously 
burdensome costs of medical attention, 
particularly where hospitalization is 
necessary or where the illness is of 
long-term character.” 

Mr. Wolverton stated he expects to 
introduce additional bills now in prep- 
aration in order to have before the 
House alternative proposals designed 
to give relief from burdensome medi- 
cal costs. 

Mr. Wolverton said the first bill is 
a reintroduction of a bill he introduced 
at the close of the 81st Congress. It 
is designed to expand health services 
through the medium of government 
reinsurance, by encouraging the 
growth and guaranteeing the strength 
and security of non-profit associations 
which render or secure medical and 
hospital services. The bill would also 
permit extended coverage to members 
of such associations and would allow 
protection against long, costly treat- 
ment. 

His second bill is designed to assist 
non-profit associations offering per- 
paid health service programs to secure 
necessary facilities and equipment 
through long term interest-bearing 
loans. 


The third bill would provide for 
federal mortgage loan guarantees to 
banks and other lending institutions in 
the case of loans made to prepayment 
health plans for the construction of 
self-supporting hospitals and other 
medical facilities. The purpose of this 
bill is to stimulate investment of priv- 
ate capital in the construction of such 
hospitals and facilities and thus to fa- 
cilitate the extension of voluntary 
prepayment health plans to provide 
comprehensive medical hospital care. 

Wolverton’s fourth bill would amend 
the internal revenue code and author- 
ize a deduction up to $100 for income 
medical insurance plans, including 
tax purposes for payments made to 
both voluntary prepayment costs and 
commercial insurance plans. This de- 
duction would be in addition to de- 
duction for medical expenses now au- 
thorized under the fedeal income tax 
laws. 

The Wolverton committee at its 
hearing this week heard Henry J. 


Kaiser, industrialist, support the prin- 
ciples of one of Rep. Wolverton’s bills 
in providing government insurance 
under the FHA type or guarantee sim- 
ilar to that given on loans to veterans 
to finance construction of hospitals 
and other medical facilities supplying 
group health services. 

Mr. Kaiser proposed that groups of 
doctors be enabled through insured- 
mortgage loans to form partnerships, 
engage in group practice and provide 
medical protection for medical, surgi- 
cal and hospital needs. The plan would 
involve investment of $1 billion for 
building medical centers. 

The Kaiser plan, which has been de- 
veloping 20 years, has four basic prin- 
ciples: prepayment, group practice, 
well-planned, integrated facilities and 
preventive medical care. It operates 
35 hospitals in the three Pacific Coast 
states. One hundred and eleven days 
of hospitalization for each illness or 
injury are among the benefits. There 
are 400,000 members. Monthly dues 
range from $3.25 for single subscrib- 
ers and $6.95 for subscriber and two 
or more family dependents. Care of 
the aged is included. Catastrophic ill- 
ness would be detected in early stages 
under the plan. 

At the Tuesday hearing, Dr. Paul 
B. Magnuson, who was chairman of 
President Truman’s commission on 
health needs of the nation, advocated 
federal reinsurance of voluntary health 
plans. That proposal had been en- 
forced by his commission. 

Dr. Magnuson said such reinsurance 
would give a shot in the arm to com- 
mercial insurance companies and priv- 
ate plans to develop actuarial data, to 
experiment and to develop sound pre- 
miums and policies with respect to 
catastrophic coverage, which they are 


now dubious about offering because 
of the absence of reliable data. 

However, he conceded that there are 
more problems in this type of insur- 
ance. 

Dr. H. Clifford Loos of the Ross Loos 
Medical Group of Los Angeles de- 
scribed that plan in detail and sug- 
gested government subsidizing of the 
care of older people as a help to medi- 
cal or health plans. 

Chairman Wolverton asked for ac- 
tuarial experience of the group plan 
with respect to oldsters. He expressed 
the hope that organized medicine will 
recognize the problem of provid- 
ing medical care and hospitalization at 
reasonable costs and offer constructive 
proposals to meet it. 

Dr. Loos said that applicants for 
coverage under his plan are urged first 
to check and study the many insurance 
and medical plans now available to 
them. He said his group maintains life 
and total disability insurance for mem- 
bers of his medical staff. Other em- 
ployes are entitled to group insurance, 
for which the organization pays more 
than half. 

Wolverton protested against op- 
ponents’ criticism of various govern- 
ment health programs on the ground 
that they are socialized medicine. He 
said he could not see why proposals 
for government health should neces- 
sarily be classed as socialism. He said 
members of his committee observed 
the operation of government health 
programs in England and other Euro- 
pean countries, also Australia and New 
Zealand. He found much evidence of 
the success of such plans and of co- 
operation of members of the medical 
profession with them. 

e o * 

Dr. Magnuson in his testimony said 

that the growth of private health in- 





UNITED BENEFIT LIFE 
PASSES 





UNITED of OMAHA has become the nation’s YOUNG- 
EST OLD-LINE LEGAL RESERVE STOCK LIFE IN- 
SURANCE COMPANY with $1,000,000,000.00 of ineur- 


ance in force. 


By reaching its first billion-in-force during this, its 27th 
year, United Benefit Life set a new world’s record! 


Setting records is nothing new for United Benefit. On its 
twentieth anniversary, it made a record, by attaining a 
half-billion insurance in force. In the seven years since 
then, its insurance-in-force has doubled. 


This progress has been made on the basis of STRENGTH, 
STABILITY and SERVICE, and has put United Benefit 


among the top 6 per cent of America’s life insurance 


companies. 








UNITED BENEFIT LIFE INSURANCE COMPANY 
HOME OFFICE: OMAHA, NEBRASKA 

















16 





FeNATIONAL UNDERWRITER 





January 15, 1954 





—., 





surance in the past two decades is 
deeply gratifying but it must broaden 
its sights in the coming years. He said 
it concentrates far too much on cover- 
ing minor illnesses and spends far too 
much time and money processing small 
claims for $5 and $10 medical bills. For 
years, he said, he has been an out- 
spoken critic of the fine print in these 
insurance policies and said the policy- 
holder who takes the trouble to read 
the fine print is dismayed to learn the 
policy exchudes the big medical ex- 
penses which break the back of the 
average wage-earner. 

Dr. Magnuson said that the volun- 
tary health insurance system can in- 
sure major medical expenses, but it 
must be protected against financial 
disaster, and for that reason he has 
been advocating federal reinsurance 
for a long time. 

He quoted from the report of the 
commission which he headed to the 
effect that federal reinsurance of pri- 
vate payments plans will enable them 
to extend their services and still be 
protected from financial catastrophe. 
Under the plan he proposed, each par- 
ticipating plan would pay into the fed- 
eral insurance agency a certain pro- 
portion of the premium collected from 
its members. The government would 
then guarantee to meet any liability 
exceeding a certain maximum, in a 
manner similar to the reinsurance prin- 
ciple as applied to other forms of risk. 

“There is nothing new about the re- 
insurance principle,” he said in his 
testimony. The Federal Deposit In- 
surance Corp. does it on bank accounts, 
the veterans administration does it on 
building loans and so on. Probably 
everyone in this room has his home in- 
sured against catastrophic fire, but 
probably not one of you has insurance 
against the catastrophic illness which 
strikes much more frequently than a 
disastrous fire. 

“Any insurance company, in order 
to qualify for such reinsurance, would 
have to meet governmental standards 
which would specify the completeness 
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of medical coverage and outlaw the 
fine print which many chiselers put 
into present-day policies. I am unalter- 
ably opposed to the government insur- 
ing health insurance policies which 
aren’t worth the paper they are printed 
on. 
“The past five years have witnessed 
a few significant experiments by in- 
surance companies in underwriting the 
expenses of catastrophic illness with 
particular emphasis on poliomyelitis. 
I think the next decade will witness a 
tremendous growth of this kind of 
insurance because of insistent public 
demand for wider coverage. Blue Cross, 
Blue Shield and many commercial 
companies see the vital need for catas- 
trophic insurance but they are- afraid 
to write a lot of it because they haven’t 
enough actuarial data to fix premiums 
which will keep them in the black. A 
government guarantee will give them 
the needed shot in the arm to experi- 
ment and develop sound premiums and 
policies. 

Dr. Magnuson laid down certain gen- 
eral principles which he said would 
guarantee the success of a catastrophic 
insurance plan. 

“1. Catastrophic insurance should co- 
ver the entire family and it should 
cover all prolonged illness with the 
probable exception of mental illness 
and tuberculosis. It should underwrite 
all medical expenses—doctor’s bills, 
hospitals, surgical operations, drugs 
and nursing care. 

“2. It should have a ceiling payment. 
Testimony before the commission in- 
dicated a proper upper limit of $2,500 
for any one illness. 

“3. It should have a lower limit, be- 
low which the insured person will be 
excepted to defray expenses. Some 
medical economists have suggested the 
insurance company should be liable for 
medical expenses that go beyond one 
month of family income. For example, 
where a person earning $3,600 a year, 
medical expenses over $300 would be a 
‘catastrophe’; for the person earning 
$7,200, the deductible would be twice 


NEW, POWERFUL TOOLS 


FOR AGENCY BUILDING 





Indianapolis Life is giving a big assist to general agents in 
recruiting and training of career underwriters by a new 
program that’s beneficial and rewarding to agents and 
general agents alike. 


1. Career Compensation Plan 


A 2-year plan—one of the most liberal both to agent and general agent. 


2. Production Incentive Agreement 


A contract for agents unexcelled by leading companies. 


3. Training Allowance 


A substantial amount paid to general agents for recruiting and training. 


PLUS THESE ADVAN TAGES—Success-proven training courses ¢ Programming 
schools ¢ Business and fax seminars ¢ Aggressive selling materials ¢ Lifetime 
service fees ¢ Complete line, low cost policies. 

Wa ter H. Hueut, President—Arnoto Bere, C. L. U., agency Vice-President 


[INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY CPPORTUNITIES in Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, North Dakota, Texas 





as high—$600. Whatever yardstick is 
chosen, the important point is this: The 
individual should handle minor medi- 
cal expenses out of his family budget 
but not be charged anything when 
these medical expenses get beyond his 
reach. This is exactly the opposite of 
most present health insurance, which 
protects against minor expenses but 


withdraws the protection when the 
going gets really rough. 
“4. Catastrophic insurance must 


spread itself over as wide a risk area as 
possible—the more policyholders, the 
lower the premium. It is difficult to 
estimate costs with so little data at 
hand, but our commission studies in- 
dicate that it need not cost more than 
$50 per family per year. * 
“5. How about the 50% of American 
families whose income is $3,000 a year 
or less? I agree with President Eisen- 
hower that the federal government has 
a definite responsibility to aid in the 
extension of medical care to those who 
are unable to afford it. As we said in 
our commission report, ‘one of the 
most important roles of the federal 
government in health is to act as a 
catalyst to stimulate new programs or 
to expand existing ones.’ Through 
grants, the federal government should 
make it economically feasible for both 
non-profit and commercial insurance 
companies to insure low income groups 
with this important proviso: the indivi- 
dual must be left absolutely free to de- 
cide from whom he wants to purchase 
his insurance, so long as he chooses a 
reputable company with the minimum 
standards of coverage approved by the 
government.” 


DEATHS 


(CONTINUED FROM PAGE 13) 

WALTER H. BROWN, 69, manager 
of Prudential’s Cleveland ordinary 
agency for 40 years, died there of a 
heart attack. For many years this was 
the largest Prudential branch in the 
nation, growing from $500,000 annual 
business in new policies in 1913 to $6 
million annually in 1938. Mr. Brown 
started in insurance with his father, 
John Brown, in Cincinnati, managing 
the Prudential office there before com- 
ing to Cleveland. 


BENJAMIN CARR, brokerage man- 
ager for the Elvin-Wolff agency of 
Postal Life at New York, died after a 
short illness. He had entered the life 
insurance business 23 years ago as a 
Travelers agent. He was a brokerage 
supervisor for Manhattan Life when 
he joined the Wolff agency in 1952. 


GEORGE CROCKER, 86, general 
agent at Omaha for Midwest Life, died 
after having several heart attacks in 
the past 10 years. He has been a gen- 
eral agent for 40 years and his entire 
career was with Midwest Life. 


GEORGE ALLEN WOODS, 85, man- 
ager for 30 years in Zanesville, Wis., 
for Western & Southern Life, died in 
a hospital at Columbus, O. 


JOHN I. WICKS, 35, manager at 
Saranac lake, N. Y., for Prudential, 
was fatally injured in an automobile 
accident. 


CLARENCE D. BERNAL, 60, man- 
ager of the East Point office of Na- 
tional Life & Accident at Atlanta, died 
unexpectedly. He had been with the 
company since 1928. 


VIRGIL A. MARSHALL, general 
agent for Bankers Life of Nebraska at 
Fairbury, Neb., died suddenly at his 
home at the age of 52. Entering instur- 
ance as a part-time agent for Bankers 
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Zalinski Heads New 
LUTC Steering Unit 


Edmund L. G. Zalinski, vice-presi- 
dent of New York Life and vice-presi- 
dent of Life Underwriter Training 
Council, has been appointed chairman 
of LUTC’s development committee, a 
new group formed to reevaluate the 
work of the council, and lay out a pro- 
gram of activities designed to increase 
its value to the business. 

This committee was formed concur- 
rently with a report released by the 
LUTC that it has enrolled a new all- 
time high of 9,877 students in 507 
classes across the nation. The report, 
made by Managing Director Loran E, 
Powell, notes that in this, LUTC’s 
seventh year of operation, local classes 
have been established in 47 states, the 
District of Columbia and Hawaii. 

Other members of Mr. Zalinski’s 
committee include LUTC President 
Chauncey D. Cowles, Jr., Northwestern 
Mutual; Laurence J. Ackerman, dean 
of insurance, University of Connecti- 
cut; Herbert R. Hill, Life of Virginia; 
Clifford H. Orr, National Life of Ver- 
mont; Edward L. Reiley, Mutual Bene- 
fit Life, and Benjamin N. Woodson, 
American General Life. 





Arthur Houston Manager 


Southland Life has appointed Percy 
E. Arthur manager at Houston, suc- 
ceeding D. G. Liggett, who has taken 
an administrative post in the home of- 
fice at Dallas. Mr. Arthur formerly 
was with Great Southern Life. 








in 1921, Mr. Marshall was appointed 
general agent at Fairbury in 1927. For 
many years his agency ranked among 
the company leaders and for 10 con- 
secutive years, from 1938 to 1948, the 
agency out-produced all others. 

Mr. Marshall’s agency was the first 
recipient of the Bankers Life’s Presi- 
dent’s trophy awarded initially in 1952 
to the best all-around agency. He serv- 
ed on the company’s general agents ad- 


visory committee from its inception in | 


1946. 
SAMUEL T. CHASE, 86, 


hospital, after be- 
in his home there. 


an active general 
agent for the com- 
pany for 32 years 
and general agent 
emeritus after that 
for over 18 years. 
His agency was 
the oldest life 
agency in Illinois, 
having been established by G. 





S. T. Chase 


Phelps, who founded Connecticut Mu- — 









former — 
general agent in Chicago of Connecticut © 
Mutual Life, died © 
in Lake Forest, Ill, | 


coming ill earlier » 


Mr. Chase was | 





tual in 1846. After Mr. Chase’s retire- © 


ment, he was succeeded by Charles J. 
Zimmerman, now managing director of 
LIAMA. Today the agency is headed 


at ORE 


by Henry C. Hunken. In his 32 years | 


with Connecticut Mutual, Mr. Chase 
developed his agency to one of the 
largest in point of insurance in force 
and developed many successful agents 
and general agents. In recognition of 
his record in this direction Mr. Chase 
in 1929 was awarded the President’s 
Organization Trophy. He was a fre- 
quent visitor to his former agency and 
had been there the day just before his 
death. 


RICHARD K. FRANK, personnel di- 
rector of Pacific Mutual Life, died of a 
sudden heart attack while accompany- 
ing his family to the Pasadena Tourna- 
ment of Roses. Mr. Frank, with Pa- 
cific Mutual since 1920, has been per- 
sonnel director since 1944. 
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| Percy Dear President Becker: 

ee November 26, 1953 marked my seventeenth anniversary in the life insurance busi- 
me of- ness. With the exception of the past month with the Franklin Life, all the time 
rmerly has been spent with one of the nation’s major companies. Starting as an agent, I 
was successively promoted to Assistant Manager, General Assistant Manager, and 


Manager in one of Texas’ largest cities. 








pointed 
27. For Early this year I was offered another transfer—out of Texas. Having developed a 
among love for Texas and its wonderful people I resigned my position. 


aa At age 42, with a wife and four children, I wanted to be certain that I made no 
mistake in my next connection. As this was the biggest decision my family or I 

1e first have ever had to make, I decided to take at least 90 days to expose myself to as 
Presi- | many companies as possible, and then select. I thought that my main consideration 
in 1952 should be along these lines. The company I selected should offer: (1) The best 
e serv- opportunity for financial success, In other words the company which recognizes 
nts ad- the sales department as the most vital department, and coordinates all else to keep 
tion in g it such...an everyday reality. (2) Personal friendly leadership and association 
é on a plane that stimulates human dignity and enthusiastic endeavor. A relationship 

former i whereby a man feels happy and proud to be a member of the family—not just an- 
ecticut © other number. (3) A reputation of outstanding public service. (4) Products that 
2», died © people desire because they recognize a need for them, and want them. (5) Modern 
est, Tl., | merchandise and merchandising methods superior to those generally found in the 
wa be- industry. (6) Progressive and promotional advertising for the public, the salesman 
_— and the company. (7) Stability and a long-standing record of sound investments, 
oe methods and operation. (8) Advantages of experience. The company should have 


e was : 2 
eneral been in business fifty years or more. 


> com- With this yardstick as a guide I had offers from at least thirty-five companies. 
years While many were attractive, I know that my selection of the Franklin fulfilled 

Bay every qualification to an outstanding degree. I just don’t know how anyone can 
years, help being happy and successful with the company so justly called the friendly 

was Franklin. : 

t life Cordially, 

linois, John Liesenfeld 

G. R. 

t Mu- 
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me New ee —— = ; 
Auditorium Wing ee 
at The Greenbrier 


In mid-1954, The Greenbrier will offer enlarged and im- 
proved facilities for group meetings at famous White 





Sulphur Springs, West Virginia. The New Auditorium wing 


will offer groups up to 1,000 the most modern meeting AUDITORIUM set for banquet 


facilities to be found anywhere. Dimensions — 72’ wide by 112 long. No 
= P 5 oe obstructions. Fully equipped stage 
The new addition will have an 8,600 sq.-ft. auditorium 40’ x 20’, orchestra pit, dressing rooms. 
; : : Motion picture and slide projection. 
with a capacity of 1,075 for meetings and 860 for banquets. PA. system. 
: : ’ a 110-220v. A.C. power supply with ample 
A theater with continental style seating and an inclined floor outlets. Pantries and kitchens adjoining. 


will accommodate 400. Both will have full stages with all 
facilities, plus the latest projection equipment and P A. 
systems. Various sized smaller meeting rooms are also in- 
cluded. The entire wing will be air conditioned. 


For detailed information about the new meeting facilities, 
address: DIRECTOR OF SALES 


x preenlyicr vom 


Dimensions 56' x 76’. , 
S ’ 7 Inclined floor, continental seating. 
WHITE SULPHUR SPRINGS, WEST VIRGINIA Fully equipped’ stage, 40' x 16’ 
Telephone: White Sulphur Springs 110 (34' proscenium opening), 
Teletype: White Sulphur Springs 166 orchestra pit, dressing rooms. 
Motion picture and slide projection. 


P.A, system. 
Or inquire of Greenbrier offices in New York, 588 Fifth Ave., JU 6-5500 * Boston, 73 Tremont St., 110-220v. At: power supply. 


LA 3-4497 ¢ Chicago, 77 W. Washington St., RA 6-0625 * Washington, Investment Bldg., RE 7-2642 








